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THE TRAVELERS INSURANCE COMPANY 


ASSETS 
United States Government Bonds 


U. S. Government Guaranteed Bonds 


Other Public Bonds 

Railroad Bonds and Stocks : 
Public Utility Bonds and Stocks 
Other Bonds and Stocks 

First Mortgage Loans ___.. 

Real Estate—Home Office 

Real Estate—Other 

Loans on Company’s policies 
Cash on hand and in Banks . 
Interest accrued. 

Premiums due and deferred 

All Other Assets : 


*TOTAL 


(Seventy-third Annual Statement) 


$313, 501,227.00 
6,896, 650.00 
9/013,905 .00 

60,967,997 .00 
69,685,513.00 
42'577,767 .00 
58,335,379 .46 
11,878, 356.04 
49. 251,497.76 
117,802,455 .28 
14’ 618,386.68 ; 

8,101,907 .81 Capital 
27, 258,231.46 Surplus 


Life Insurance Reserves 
Reserves 


bility Insurance Reserves 
Reserves for Taxes ; 
Other Reserves and Liabilities 
Special Reserve 


Accident and Health Insurance 


Workmen’s Cimenenaion and Lia- 


$20 ,000 ,000 .00 
27 ,524, 646.45 





582,081.75 








$860 ,471,355.24 TOTAL 


B~ o> 


December 31, 1936 


RESERVES AND ALL OTHER LIABILITIES 
$728,507 ,080. 


10,222,682. 


52,074,099. 
4,006,618. 
2,519,128. 

15,617,099. 


47,524,646. 





$860 ,471 355. 








THE TRAVELERS INDEMNITY COMPANY 


ASSETS 
United States Government Bonds 
Other Public Bonds ‘ 
Railroad Bonds and Stocks 
Public Utility Bonds and Stocks 
Other Bonds and Stocks 
Cash on hand and in Banks . 
Premiums in Course of Collection 
Interest accrued 


* TOTAL 


(Thirty-first Annual Statement) 


$6,877 ,082.00 
1,951, 908.00 
1,429, 246.00 
1,265 ,442.00 

12,021,111.00 
1,457,775 .60 
1,743,755 .96 


Reserves . 
Reserves for Taxes 
Other Reserves and Liabilities 
Special Reserve 
Capital 
Surplus 


$3 ,000 ,000 .00 
6,909 , 966.20 





85,545.05 








$26, 831, 865.61 TOTAL 


RESERVES AND ALL OTHER LIABILITIES 
Unearned Premium and Claim 


$8, 159,709. 
376,411.; 
481,253. 

7,904,524. 


9,909 , 966. 





$26 , 831,865 








THE TRAVELERS FIRE INSURANCE COMPANY 


ASSETS 


United States Government Bonds 
Other Public Bonds : ae? 
Railroad Bonds and Stocks : 
Public Utility Bonds and Stocks 
Other Bonds and Stocks . 

Cash on hand and in Banks . . 
Premiums in Course of Collection 
Interest accrued Ce a aie 
All Other Assets 


* TOTAL 


(Thirteenth Annual Statement) 


$12, 293,000.00 
528,000.00 
1,091, 850.00 
2,798, 384.00 
3,351, 780.00 
2,127,000.35 
1,509, 243.50 
120,396.19 


Reserves 
Reserves for Taxes" ; 
Other Reserves and Liabilities 
Special Reserve 
Capital 
Surplus 


$2,000,000.00 
5 031,973.70 





17,569.30 





$23 , 837,223.34 TOTAL 





RESERVES AND ALL OTHER LIABILITIES 
Unearned Premium and Claim 


$12,986, 616. 
481,068. 

102 ,060. 
3,235,503. 


7,031,973. 





$23 ,837 ,223.: 














THE, CHARTER OAK FIRE INSURANCE COMPANY 


ASSETS 
United States Government Bonds 
Cash on hand and in Banks . 
Interest accrued 


*ToTAL 


(Second Annual Statement) 
$1 ,027 ,000.00 Reserves for Taxes 
213,365.08 Capital . 
Surplus ey 
5,356.78 aaa 





$1, 245,721.86 TOTAL 





$500 ,000 .00 
74455734 


RESERVES AND ALL OTHER LIABILITIES 


$ 1,164. 


1,244,557 





$1,245,721. 








*Assets include securities deposited with State and other authorities, as required by law: 
The Travelers Insurance Company $19,705,962.00; The Travelers Indemnity Company $1,199,089.00; The Travelers Fire Insurance 
Company $683,000.00; The Charter Oak Fire Insurance Company $300,000.00. 


ALL FORMS OF LIFE, CASUALTY AND FIRE INSURANCE 


FRIDAY. MARCH 26, 1937 
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“BE SPECIFIC” is one of the first rules of 
successful selling. And the advertisement 
shown above (a Union Central page in Time) 
demonstrates well the hard-hitting effective- 
ness of the specific technique. 


“For food alone . . . $40 every month” says 
the headline. Then the copy reminds the pros- 
pect that other necessary expenses would cer- 
tainly bring total living costs to $100 or more 
—every month till children are grown! And it 
points out, by courteous inference but none 
the less unmistakably, that the prospect’s pres- 
ent estate would probably fall far short of pro- 
viding this income for so long a time. 


Thus the way is perfectly paved to introduce 
the Multiple Protection Plan, a plan that 
makes it easy for average-income fathers to 
leave $100 or more a month. It’s effective sell- 
ing ...as any Union Central field representa- 
tive could tell you. 


The 
UNION CENTRAL 
Life Insurance Company 


Cincinnati, Ohio 





















Rich Man. ‘4 
Poor Man 


In America today are poor 
men who once were rich... 
and rich men who will be poor 
in the years to come. Life 
insurance is the surest of all 
safeguards against such bit- 


ter losses of personal fortune. 


Protection for the needs of 
tomorrow has been provided 
by this nationally prominent 
institution for more than a 
quarter century. Its contracts 
... complete in every respect 
...stand for uncompromis- 
ing high quality and proved 
dependability. 


Amply capitalized .. . ably 
managed .. . Continental 
contracts and services meet 
the needs of your clients... 
and help your agency grow. 








ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
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Riehle Predicts 
Radical Changes 


Sees Salaries, Psychological Tests 
and Insistence on C. L. U. 
Designation 


“IN NEXT DECADE OR SO” 


Four Directors of American College of 
Life Underwriters Speak at N. Y. 
C. L. U. Celebration 


NEW YORK, March 25.—Radical 
changes in the compensation and selec- 
tion of life agents within the next dec- 
ade or so were forecast by T. M. Riehle, 
C. L. U., president National Association 
of Life Underwriters, in his address at the 
New York C. L. U. chapter's banquet 
which marked the tenth anniversary of 
the founding of the American College of 
Life Underwriters. Mr. Riehle is a di- 
rector of the American College and man- 
ager in New York City of the Equitable 
Life of New York. He predicted a 
trend toward payment of salaries as well 
as commissions. ; : 

“The tendency will be,” said Mr. 
Riehle, “toward salaries and commis- 
sions with special methods for eliminat- 
ing peaks and valleys of income. Ad- 
mittance to the business will be much 
more difficult than it is today. It will 
probably be limited to those with at least 
a high school education. The use of 
psychological tests and insistence that 
within, say, four years the agent qualify 
for the C. L. U. designation will be the 
accepted thing.” 


Knowledge Antidote to Fear 


Earlier in his speech Mr. Riehle point- 
re out that knowledge is the antidote to 
ear, 

“Knowledge is a treasure but practice 
is the key to it,” he said. “It raises one 
man above another. Wisdom will listen 
when knowledge speaks. However, a 
seeming ignorance is often a most nec- 
essary part of knowledge. In other 
wards, do not let knowledge interfere 
with the sale. 

“The increase of average earnings per 
full time agent is a vital point ‘in the 
life insurance business, which goes to 
the heart of the field problem. The 
C. L. U. meets that point of view. Sur- 
veys show that producers possessing the 
C. L. U. designation have earned far 
above the average income of agents gen- 
erally. Possession of the C.-L. U. desig- 
nation increases your dignity, improves 
your morale, enhances ‘your. reputation, 
and adds to your power, prestige, pleas- 
ure and profit.” 

H. E. North, second vice-president 
Metropolitan Life, said that although he 
had not been an early leader in the 
C. L. U. movement, he had long felt 
that the life insurance business needed 
tone, not in the snobbish sense but in 
the sense of a standard of. excellence 
that could be recognized. The C. L. U. 
(CONTINUED ON PAGE 12) 





New York Top-Notchers 
at Connecticut Congress 





HARTFORD, March 25.—Interest in 
business insurance has shown a marked 
increase since the first of the year, 
mainly because of new tax laws and the 
good earnings of most corporations last 
year, Leon Gilbert Simon, associate 
general agent in New York city, Equit- 
able Life of New York, said at the 
Connecticut state sales congress. These 
new tax laws, Mr. Simon explained, of 
themselves do not make business in- 
surance vital for the corporation, but 
have nevertheless aroused such intense 
interest in anything that will serve to 
mitigate the application of the laws that 
it is possible to discuss business insur- 
ance with many executives who pre- 
viously would not have been interested 
even in hearing about it. 

About 1,000 life insurance men from 
all parts of Connecticut, parts of Massa- 
chusetts and New York attended the 
congress, filling the Aetna Life audi- 
torium. Glenn B. 'Dorr, general agent 
Northwestern Mutual, was chairman. 
Mr. Dorr drew on his former associates 
in New York City for program material 
and had some of the outstanding figures 
in life insurance in that city as speakers. 


Need Several Good Years 


Mr. Simon expressed the opinion that 
there will be relatively few big business 
insurance cases until business has had 
three or four good years. He said it is 
becoming apparent that business men as 
well as insurance agents are learning 
from experience that it is no longer ad- 
visable for a corporation or partnership 
to take out insurance where the pur- 
pose is to retire a decedent’s interest. 
This system has been widely followed, 
mainly because it is simpler to handle 
at the time the insurance is placed and 
the arrangements for paying the premi- 
ums are made. Mr. Simon, however, 
pointed out some of the reasons why 
this easy course may prove costly. 

In the first place, if the corporation 
pays for the insurance the company’s 
creditors get first crack at the proceeds 
in the event that it is in a tight place 
when the claim matures. Then the pro- 
ceeds are needlessly subject to inherit- 
ance taxes or to interference by minor- 
ity stockholders, who are in a position 
to destroy the entire purpose of the in- 
surance. Sometimes corporations pay 
the premium directly in the erroneous 
belief that they are permitted to deduct 
this as a business expense in computing 
their income tax, Mr. Simon said, em- 
phasizing strongly the necessity of let- 
ting the partners buy the insurance on 
each other’s lives and thereby divorcing 
the whole proceeding from the corpora- 
tion’s affairs. 


Retire Decedent’s Interests 


The undistributed corporate surplus 
tax is something that the average busi- 
nessman is seeking to ameliorate and 
business insurance seems to him to be a 
way out, though it usually is not. Also, 
1936 was the first year since the depres- 
sion that most businesses have made real 
profits and the present year sees them 
willing to spend some of these profits on 
business insurance. As Mr. Simon 
pointed out, the corporations have held 
off buying until they had one good year 





back of them and now that they have 
closed a good year, are willing to buy. 

Nearly all the business insurance be- 
ing sold is to retire a decedent’s inter- 
est. Most of the cases are in the ordi- 
nary life class, and while there are quite 
a few big cases, they are vastly out- 
numbered by medium size cases running 
around $4,000 to $5,000. 

An unexpected fact revealed by the 
speaker is that the bulk of the business 
insurance being written is outside of 
New York City, the reason apparently 
being that New York is still too much 
influenced by Wall Street pessimism 
about the soundness of present recov- 
ery. 


H. E. North Speaks 


Second Vice-president H. E. North, 
who has charge of the Metropolitan 
Life’s division of field educaton and 
sales promotion,. said that if he were an 
agent today he would pay the greatest 
attention to what would be interesting 
to the prospect, always bearing in mind 
that “life insurance is not his business, 
it’s your business.” Mr. North said he 
would keep away from all talk about 
cost or policy and stress the benefit of 
the service that life insurance would 
give the prospect. He also said he 
would lay out a daily routine of work 
and stick to it. 

“T would rehearse my sales talk every 
day, going over it to see what I should 
have said that I didn’t say,” Mr. North 
continued. “I would devote a great deal 
of attention to preparing the interview. 
This doesn’t mean that it would sound 
like a canned talk, but there would be no 
doubt in my mind as to what I would 
say in talking to the prospect. 

“Keep in mind never to talk life in- 

(CONTINUED ON PAGE 13) 


Ordinary Life Sales Up 
Six Percent in February 














Ordinary life sales increased 6 per 
cent in February, showing a 2 per cent 
gain for the first two months of 1937, 
according to the Sales Research Bureau. 
Of the companies reporting, 68 per cent 
made gains. There was a definite im- 
provement in the eastern and southern 
sections. Several states made decided 
gains, Florida leading with 33 per cent, 
District of Columbia 31 per cent, Con- 
necticut 27, Virginia 27, Wisconsin 24, 
Iowa 24, Alabama 22, Mississippi 22. 
February comparisons by sections and 
cities follow: 
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C. L. U. Forces of 
U.S. Hold Rallies 


Nation-wide Observance of 10th 
Birthday of American 
College, March 22 


LOCAL CHAPTERS GATHER 


Linton, Huebner, McCahan and Many 
Other Leaders Take Part in 
Special Programs 


Observance of the 10th anniversary 
of the American College of Life Under- 
writers and the C. L. U. movement 
March 22 was national in scope and 
demonstrated that the C. L. U. idea is 
a snowball rolling down _ hill--rapidly 
increasing in size and importance. Life 
insurance leaders from the companies 
and the field ranks spoke in many 
places. 


A. J. Johannsen, president National 
Chapter of C. L. U., and supervisor 
Northwestern Mutual, Chicago, in con- 
nection with the demonstration said. 
“The enthusiastic response of the field 
men themselves is the most significant 
fact of the first ten years of the C. L. 
U. The foundations of the movement 
rest solidly on hundreds of underwrit- 
ers with vision and courage. Their work 
will bear fruits for many years to 
come.” 


Linton Minneapolis Speaker 


At Minneapolis, M. A. Linton, presi- 
dent Provident Mutual Life, addressed 
a dinner meeting of the Twin Cities C. 
L. U. chapter attended by some 700 
agents. The St. Paul and Minnesota life 
underwriters associations and agents 
and managers clubs participated. 

Citing figures on the number of “free 
pensions” now provided in various 
states, President Linton said: modifi- 
cation of the old age pension plan in 
the social security act is desirable. The 
contributary plan should provide pensions 
larger in the next 20 years than under 
the existing law. The pensions should 
be paid earlier than in 1942, he said, 
possibly in 1939. 

“The problem of extendinz the cov- 
erage of the contributory plan to in- 
clude a large portion of the 47 percent 
of workers not now included in it, is 
deserving of the most careful study,” 
he said. “The social security act rep- 
resents an earnest attempt to solve a 
pressing social problem. Once the full 
reserve plan has been abandoned a num- 
ber of improvements can be made which 
will greatly enhance the probability that 
it will do what it sets out to do.” 

Seated at the head table with Mr. Lin- 
ton were two other life company presi- 
dents, O. J. Arnold, Northwestern Na- 
tional, Minneapolis, and T. A. Phillips, 
Minnesota Mutual, St. Paul. John O. 
Todd, president Twin City chapter, was 
toastmaster. 

A joint meeting of the Oklahoma 

(CONTINUED ON PAGE 12) 
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Producers Should Be Given Increased 
in Salesmanship 


Training 


The John Hancock General Agents 
Association met in St. Louis for a two- 
day session, 25 being present. Harry 
Gardiner, president. of the association, 
was chairman, and H. Cammack, 
St. Louis’ géneral agent, welcomed the 
group. ‘The entire first day was spent 
in discussing “New Organization.” “Old 
Organization” consumed the second day. 

J. H. Wood, manager of general 
agencies, brought greetings of the home 
office. “One principle on which we are 
operating,” he said, “is to be sure that 
whatever we suggest is not only prac- 
ticable, but workable. We make sure 
of that by consultation not only within 
the agency department, but with differ- 
ent general agents and agents in the 
field, and also by starting some ideas 
on an experimental basis in a few 
agencies.” 


Calls Old Way Wrong— | 
Responsibility Was Lacking 


Discussing training, Mr. Wood stated: 
“The first thing in training was done 
just about the time of the world war 
when certain companies started a cor- 
respondence course. The next move- 
ment was to bring agents into the home 
office for training. Then the home of- 
fice sent men into the agencies to con- 
duct training courses. All these meth- 
ods were fallacious in that they short- 
circuited the general agent. In none of 
those cases was the general agent a sales 
manager, doing the training job. In all 
cases the home office was trying to do 
it. It meant that there was no point of 
responsibility. The general agent could 
argue that-he selected men well but they 
were trained wrong. On the other hand, 
the training people could say that they 
gave the men the training, but they had 
poor material to work with. 

“All these former procedures were 
based on the theory that what the agent 
needed was education in life insurance, 
whereas what he actually needed was 
training in prospecting, selling, and 
working habits; so in recent years the 
training job has been turned back to the 
general agent where it belongs, but the 
thing that has not yet been accomplished 
is really to train instead of educate. It 
might reasonably be asked whether 
training is really worthwhile when on 
all sides we see a lower production than 
we should like to have. 

“Tn training, we are not trying to edu- 
cate men. What we are trying to. do is 
to get more men into production, and 
to reduce the turnover. If training is to 
do that, the agent must not only know 
what a prospect is, but he must know 
how to find these prospects. He must 
not only know the words in which to 
present the idea to a prospective buyer, 
but he must know what idea. He must 
not only know when to call on a definite 
number of people each day, but he must 
know how to plan work so he can call 
on the maximum number; otherwise, he 
will go out of the business. He does 
need some knowledge, but he needs in 
the beginning less knowledge than we 
have previously assumed. 


Agents Should Get More 
Training in Salesmanship 


“The average training course for the 
new man today devotes 85 percent of 
its time to imparting information and 
knowledge about life insurance, and per- 
haps 15 percent of its time in training 
men to prospect, to make good sales, 
and to develop into good agents. I main- 
tain in the beginning these percentages 
should be reversed. We maintain there 
is a limit to what any one man can 
absorb in a given length of time. He 
will have plenty of time to absorb in- 
formation, but he must get off on the 
right foot in the beginning, and out 
prospecting. He must know how to 





make proper contacts and how to plan 
his work because if he doesn’t do these 
things well, he will not be able to re- 
main in the business. 

“What a new man needs to know be- 
fore he can sell is what the prospect 
needs to know before he will buy. 
Haven’t we gone too often on the as- 
sumption that one could read a training 
course and be able to sell? To believe 
that this accomplishes results runs 
counter to all known principles of 
training as well-as learning. Our train- 
ing schedule and training course are de- 
signed to put these advanced principles 
into practice. Many, if not most gen- 
eral agents have recognized this fact by 
giving lip service to the idea that a new 
man should be worked with in the field. 
This: is good as far as it goes, but it may 
and often does become merely joint 
work instead of training. By joint work 
I mean where a new man goes out with 
a supervisor and the supervisor tries to 
close business. Field training is some- 
thing else again. The general agent or 
supervisor who is working with a new 
man should first demonstrate how an 
interview should be conducted; then he 
should have the new man conduct the 
interview while observing him, and fol- 
lowing this, correct any faults which the 
new man showed during that interview. 

“Perhaps the most important thing 
in training has been overlooked, and 
is still overlooked—the rehearsing of 
prospecting talks and sales talks pre- 


paratory to going out into the field.. 


Public speakers, actors, lawyers, in fact 
all those who have to talk in all lines 
of business, constantly rehearse what they 
are going to say. Let us take a leaf 
out of the book of experience and add 
this element of drill and rehearsal to 
our own training.” 


General Agents Give 
Talks from Experiences 


Following Mr. Wood’s_ discussion, 
General Agents J. A. Witherspoon, 
Nashville; H. H. Cammack, St. Louis, 
and L. J. Lynch, Minneapolis, each told 
of their own experiences. 

Mr. Witherspoon said he constantly 
reminds his men every person in the 
world is afraid of something, and that 
the most common fears can be removed 
by life insurance. “I consider it my job 
constantly to remind my men of things 
which cause fear. The world is full of 
such situations and illustrations are not 
hard to ‘find. Some of these situations 
are so genuinely sad that they bring 
tears, and I do not hesitate to invite 
the tears of an agent or prospective 
agent,” he said. 

Importance of repetition and drill was 
emphasized by General Agent Cammack. 
“We can stimulate men in many direc- 
tions, but unless we continue to stimulate 
them, our work is ineffective. Men react 
to stimulus not, as some believe, accord- 
ing to its strength or dramatic effect, but 
in proportion to the number of times it 
is repeated. The only way to keep an 
agency force steamed up is to make this 
business of stimulating a regular part of 
your week’s work; somthing which must 
be done and which cannot be pushed 
aside for any other activity,” he declared. 

“A man should be enthusiastically 
sold on the business of selling life in- 
surance,” said Mr. Lynch, “before he 
can imbue his prospects with necessary 
enthusiasm for what he has to sell. I 
find one sure-fire way of getting this 
enthusiasm aroused is to ask a prospec- 
tive agent to think of the friends for 
whom he has the highest respect, and 
who have real prestige in the commu- 
nity. Then I tell him to go around and 
see them and ask them to give their 
opinion about his going into the busi- 
ness. Almost without exception these 
men will tell the agent that it is one 





‘of the finest businesses they know. 
These few interviews do more to build 
up an enthusiasm than anything we, in 
the business, can say or do.” 

Mr. Wood opened the afternoon ses- 
sion with a talk on “Recruiting.” “It 
is useless to attempt to recruit new 
men if all your experienced men are 
failures. You must start by rebuilding 
the old organization. It is easy to re- 
cruit new men if your experienced men 
are making a living. Many things in 
the insurance business are remarkable 
because of the lag of time between a 
happening and a result. For example, 
the lag in recruiting for a couple of 
years may not affect an agency’s pro- 
duction. As a matter of fact, the pro- 
duction may even go up generally be- 
cause the general agent has put so little 
time into recruiting that he has had 
more time for personal production. Ob- 
taining new organization by a general 
agent is analogous to obtaining sales by 
the agent. You must find out the 
names of prospective agents; you must 
get those names from some source such 
as the ‘center of influence’; you must 
contact those new prospective agents 
and convince them of the desirability of 
entering the life insurance business,” he 
said. 


Time Must Be Allotted 
for Recruiting, to Survive 


“We have all said agents should pros- 
pect continuously. Carrying the analogy 
further means the general agent should 


prospect continuously for names of 
prospective agents. Failure to do this 
means failure to recruit. Time is so 


limited, and there are so many things 
that must be done, that general agents 
have a tendency to leave recruiting to 
the last. If there is any time left they 
spend it in recruiting. Of course there 
is never any time left. Yet new organ- 
ization is the life blood of the business. 
Unless we get new organization, agen- 
cies will decline because of death and 
disability and termination of service, and 
for other reasons. 

“Recruiting may be compared with 
saving money. Did you ever hear of 
anyone saving money who took his pay 
check and spent what he wanted to, or 
thought he needed to spend, and then 
saved the balance? It is a well recog- 
nized fact that one saves only by taking 
out first the amount he wants to save 
and spending the rest. 

“The only way you can be a success 
in recruiting is by setting aside the time 
necessary first, and do your many other 
jobs in the time remaining. It is a well 
recognized fact that 75 percent of your 
business six years from today will be 
coming from agents not now in the 





Florida Life Premiums 
Nearly 29 Million in 1936 











Life companies’ received $28,841,561 
in premiums in Florida in 1936 and paid 
$11,962,217 in claims. Fraternal premi- 
ums totaled $652,701, claims $474,867. 
Sick and funeral benefit companies had 
$1,001,238 in premiums and $297,912 in 





losses. Mutual benefit assessment asso- 
ciations $141,094 premiums, $68,154 
losses. . ¢ f . 

The 10 leading life companies in 
premium volume follow: 

Prems. Losses 

Metropolitan Life. ..$3,624,357 $1,590,300 
New York Life..... 3,012,112 1,144,380 
Prudential 2,984,196 1,440,187 
Mass. Mut. Life 2,632,432 86,757 
Equitable Life, 2,105,765 952,593 
Gulf Life, Fla 1,889,241 568,320 
Mutual Life, N. Y... 1,506,056 1,527,170 
Carolina Life, S. C.. 1,150,975 23,066 
Peninsular Life, Fla. 1,010,475 208,876 
Afro-Amer. Life.... 748,648 249,557 





business. Doesn’t this give you an idea 
of your new organization job? 

“The analogy with the agent can be 
carried still further, because just as the 
agent needs a prospecting sales talk to 
use with his center of influence to get 
new buyers, so does the general agent 
in getting names of prospective agents 
from centers of influence. Just as the 
agent needs a sales presentation to sell, 
so the general agent needs to knovy, 
with some degree of certainty, just what 
he is going to say to the prospective 
agent. 

“There is more interest at the present 
time in young men as agents than there 
has been for a good many years.” 

General Agent F. M. Bean of Okla- 
homa gave a talk on his system. Among 
many methods, he told of getting from 
a college dean a list of promising seniors, 
and then instead of contacting them di- 
rect, contacting at least two of their 
instructors, getting a complete story 
about the boys, and also recommenda- 
tions to them. He also contacts men 
leaving political positions, and through 
this system has acquired some _high- 
calibre agents. 

“When recruiting a man in rural ter- 
ritory,” said General Agent C. F. 
Schuster of Kansas City, Mo., “it is 
important to furnish him with a list of 
persons on whom he should call. With 
this in mind, I always carry with me 
when I make such a contact, a complete 
list of all the teachers, town and county 
officials, bankers, party committeemen 
and committeewomen, all live policy- 
holders, and records of lapsed _policy- 
holders. This means that I always have 
not less than 200 prospects to turn over 
to a new agent. This gets him off to 
a good start and often forms the nucleus 
of a permanent life insurance clientele.” 


Need for Leadership 
of Producers Is Told 


_The second day’s meeting, which was 
given over entirely to the problem of 
old organization, was opened with a 
talk by Mr. Wood on “Problems of 
Supervision” and “Motivation.” Ob- 
serving production is generally lower 
than we like to see it, and turnover 
higher than we like to see it, Mr. Wood 
said failure of agents is not due usually 
to lack of potential ability, but because 
they do not know how to use their 
ability, or they do not want to do what 
is necessary. 

“If they don’t know how, it is because 
they are not trained how to prospect, to 
sell, to plan. If they are failing because 
they don’t want to do the things neces- 
sary, it is because they lack self-disci- 
pline and need to be bossed, and we 
haven’t given them that leadership. 

“We should like to get the fellow who 
can succeed in spite of what we do or 
do not do; but this is not possible. We 
can’t build an agency of such men be- 
cause less than one-half of one percent 
of people are self-propellers, and further- 
more, if we could find men like this we 
would need to be only office managers 
and not sales managers. Most agents 
would welcome considerably more di- 
rection and guidance than they have 
been in the habit of getting, provided 
that they can get the constructive help 
along with it. 

“The problem is two-fold; to improve 
the skill and technique, and to make men 
want to do what is necessary to build 
up enthusiasm for the job, which is 


-what a sales manager must do if he 


wants to take average men and get from 
them better than average results. It is 
easy to illustrate this to those of you 
who are interested in baseball. The 
leading hitters bat around 400—the aver- 
age around 250, a difference of about 
150 points. Remember that this is 150 
(CONTINUED ON PAGE 25) 
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Uses Audits As 


Prospecting Aid| 





Herster Barres Describes Methods 
at Connecticut Sales 
Rally 


SYSTEM GETS REFERENCES | 


Programming Largely a Mechanical 
Process But Requires Study If It 
Is to Be Mastered 


HARTFORD, March 25.—An insur- 
ance program is essentially a “systematic 
record of what you hope to do,” and 
the first small policy that the young 
man buys is the foundation of his pro- 


/ gram, said Herster Barres, Northwest- 


ern Mutual Life, New York City, in his 
talk at the Connecticut State Sales Con- 
gress here. Programming is largely a 
mechanical process and is something 
that can be best learned from study 
of the rate book and through the help 
of some older agent who is thoroughly 
familiar with settlement options, he said. 
Mr. Barres disclaimed any great orig- 
inality in his analysis and survey meth- 
ods, saying that he had adapted them 
from a study of other agents’ methods 
and had had incorporated ideas * from 
sales manuals of other companies as 
well as his own. 

The orderliness of the program meth- 
od should extend clear back to the start 
of the prospecting and sales process, 
Mr. Barres pointed out. It means or- 
ganizing one’s ideas, then planning calls 
for the days ahead. He described in 
detail how he lays out his future dates 
simply yet systematically. For example, 
he aims to have a luncheon appointment 
every day and to be booked up at all 
times about two weeks ahead. In addi- 
tion he tries to average about three 
evening appointments a week. 


Analyzes Business Sources 


Analyzing his sources of business, Mr. 
Barres said that he gets about 10 per- 
cent of his business from policyholders 
who are getting their first dividends, and 
about 40 percent on age changes. About 
20 percent comes from prospects who 


— have told him to come back later, 10 
percent from those 
| brought 

> month, 5 percent from direct mail, and 


who _ have been 
forward from the previous 


15 percent from prospects picked up 
during the month, mostly from recom- 


| mendations from clients whose insur- 


ance he has audited. 

An extremely valuable point about 
the audit, Mr. Barres emphasized, is 
that it can be the means of satisfied 
clients selling their friends. For this 
reason he does everything possible to 


7 make his audits complete and under- 


standable and so interesting that the 
client is impelled to tell his friends all 
about it. To insure his clients’ doing 
this, Mr. Barres goes over the audit so 
thoroughly with the client that the lat- 


) ter not only understands the setup but 
' Is able to give a pretty good disserta- 


tion on it himself. 
Lists Main Advantages 
For example, where insurance has 


| been set up on settlement options, as is 


usually the case, the client sees listed 
these important advantages: (1) guar- 
anteed principal; (2) minimum guaran- 
teed income of 3 percent; (3) tax-free 
estate up to $40,000; (4) no charge for 


+ administering the estate. 


Because he is so convinced of the 
value of this program, which is bound 
Ina leather loose-leaf notebook with 
the client’s name in gold on the front, 
Mr. Barres has the entire setup indi- 
(CONTINUED ON PAGE 24) 





Sullivan, “Pete” Dunne 


Shoot Off Fireworks 





In connection with the trial of A. C. 
Littlejohn of Springfield, Ill., head of the 
National Aid Life of Indiana, who was 
charged by the postoffice deparment 
with sending misleading material through 
the mail, before the federal court, there 
were some fireworks of the spectacular 
type. James P. Sullivan, of the famous 
Gilbert & Sullivan firm of Philadelphia, 
who got out a book denunciatory of 
life insurance and will soon publish re- 
ports on 70 of the leading companies, 
known as the “Life Insurance Reporter 
& Analyst” spent five weeks in Spring- 
field for the defense, was an expert wit- 
ness and insurance advisor for Mr. Lit- 
tlejohn, testifying as to the correctness 
of the policies and material that he trans- 
initted through the mails. 

Mr. Littlejohn has been connected 
with various enterprises and the Illinois 
insurance department has had its eye on 
him for a number of years. He had the 
old National Aid Life of Springfield, 
which was taken over by the Central 
Life of Chicago. He also promoted a 
live stock insurance company that now 
is in limbo. The concern figuring in 
the present litigation does not write any 
business in Illinois because it is not li- 
censed but does business by mail in 
other states. It is a mutual benefit as- 
sessment outfit. 


Investigate Mr. Sullivan’s Record 


Postoffice inspectors have been look- 
ing up Mr. Sullivan’s record in Chi- 
cago, St. Louis, and Philadelphia. He 
was secured by the Sabath Congres- 
sional investigating committee as its 
main prosecutor when it subpoeaned 
witnesses in Chicago to testify as to 
failed and reorganized life companies. 
It seems that in this hearing Mr. Sulli- 





van was endeavoring to bring out the 
relationship of the A. M. Best Company 
and James E. Dunne of the “Insurance 
Index” with some of the failed or re- 
organized companies, he claiming that 
they received fees from them and ques- 
tioned their propriety. Mr. Sullivan 
announced that he intended to go 
to Louisville to investigate the Dunne 
records and New York City to probe 
the Best records under order from the 
Congressional committee. Shortly after 
this investigation in Chicago it seems 
that Charles D. (Pete) Dunne, editor of 
the “Insurance Index” and son of 
James E. Dunne, signed a statement to 
the effect that when Mr. Sullivan was 
in Louisville a year ago getting out 
“Dunne’s Life Insurance Reports,” he 
stated in a conversation he was in a 
position to get from eastern compa- 
nies a considerable sum and he might 
levy on certain companies. He estimat- 
ed that the returns might reach $200,- 
000, according to Editor Dunne. In 
other words, according to the statement, 
Mr. Sullivan was placed in the category 
of a blackmailer. 


Was Employed by J. E. Dunne 


Mr. Sullivan, by the way, was em- 
ployed by the Dunne office to do the 
actuarial and technical work on the 
Dunne reports, analyze the figures and 
write the text. Mr. Sullivan claimed 
that his compensation was to be $1 roy- 
alty for each book sold. This, he al- 
leges, amounted to $5,400 and he de- 
clared that he had not been paid. 

According to the story, the D. 
Dunne statement was sent to Washing- 
ton with the idea of blasting Mr. Sul- 
livan out of the Sabath committee. The 

(CONTINUED ON PAGE 24) 








experience. He wrote :— 


of it as just a piece of paper. 


called “service.” 


Independence Square 





“I Then Realized”’ 


This policyholder is doubtless one of many hundreds of 
thousands who acquired their life insurance education through 


I bought my first policy when I was a young man, and I thought 
I took it because my boss “took” 
policies, and I had a life insurance friend who tickled me into 
buying. Marriage made me a life insurance convert in earnest. 
And the Agent who sold me this new insurance, for my wife and 
three children, fixed it so that a moderate sum would be paid in 
cash to my wife, followed by a monthly income for life. 
The years went by, and one day a letter came 
from the first company congratulating me on having become the 
~ owner of a fully paid, first-class piece of life insurance property, 
all twenty-five premiums on that first policy having been paid. I 
then realized that life insurance was property of a kind whose face 
value and whose cash value never shrink, though even the best of 
bonds may, before maturity, sell below par. 
life insurance as “property” as well as “service.” 


Property that has policy-stipulated emergency value. 
Service that begins with writing the application, and continues, 
far down the years, until payment of the policy face in a single 
sum, or of the last income instalment. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


This he 


And now I think of 


PHILADELPHIA 




















Littlejohn Case 
Nearing the End 


Officials of National Aid Charged 
with Using Mails to 
Defraud 





J. P. SULLIVAN TESTIFIED 


Declared That the Springfield Outfit 
Was Sound In Its Calculations 
of Rates 





SPRINGFIELD, ILL., March 25.— 
A federal court jury is deliberating the 
case of A. C. Littlejohn and H. C. Rob- 
inson, charged with using the mails to 
defraud in connection with the opera- 
tion of the National Aid, a mutual bene- 
fit association that operated here in 
1930-35. At one time it had a mem- 
bership of 150,000. It is an Indiana 
concern and does not operate in Illinois 
but has its main office here. 

The trial started on Feb. 15 with 
about 130 witnesses appearing from all 
parts of the nation. Closing statements 
were completed Tuesday. When the 
case started there were four defendants, 
but the other two, F. A. Auten and H. 
W. Greb, were acquitted Monday by a 
directed verdict of not guilty. Judge 
Major, in allowing the motion, held that 
these two men were mere employes and 
had no voice in the operations of the 
society. 


Started a Federal Probe 


In March, 1935, the government took 
up a probe of its affairs. A month later 
it was sold to D. J. LeBlanc, LaFayette, 
La. Later the society was moved to 
Orange, Tex. The quartet was indicted 
later in 1935. The government charged 
that the men received luscious salafies 
while there were deficits in the benéfit.. 
funds and hundreds of claims were bé- 
ing settled for amounts of $15 or less. 
The society operated extensively by 
mail, selling protection to anyone be- 
tween one and eighty years, provided 
they were in good health. The fee was 
$1 a month. The government charged 
that clauses in the certificate either an- 
nulled or reduced benefits, especially for 
persons in the upper age brackets. 


James P. Sullivan Testified 


One of the highlights of the trial oc- 
curred last week when J. P. Sullivan, of 
Philadelphia, testified for the defense. 
Mr. Sullivan, a $50-a-day expert, claimed 
that the society was sound on its rate 
basis and attempted to discredit old line 
companies on the grounds that they 
charged too much., 

The government devoted considerable 
time to Mr. Sullivan’s background as an 
insurance man. They cited the fact that 
he had figured in a lawsuit in St. Louis. 
He sued the general agent of the Con- 
necticut Mutual on charges of libel, as- 
serting he had been accused as a 
“twister.” He said he received a $25,- 
000 judgment on this suit, but admitted, 
on cross-examination, that the Missouri 
supreme court had held him guilty of 
twisting. The trial case was held in 
1930, but the supreme court verdict was 
not rendered until 1935. 


Blackmail Is Charged 


Mr. Sullivan testified that in 1936 
he was hired by the Dunnes of “In- 
surance Index” fame to prepare sections 


.of “Dunne’s Insurance Reports—1936.” 


The government introduced documen- 
tary evidence to show that the younger 
Dunne and Mr. Sullivan had wrangled 
in July of 1936 over the publication of 
the book. Mr. Dunne was credited with 
accusing Mr. Sullivan of attempting to 
(CONTINUED ON PAGE 24) 
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N.Y. Sales Rally 
Sets New Record 


Joint Meeting With New Jersey 
Association Draws 
1,400 Persons 


CARROLL DAY MAKES HIT 





Elaborate Playlet Is Feature of Pro- 
gram Marked by First- 
Rank Talent 


NEW YORK, March 25.—All attend- 
ance records for a sales congress in New 
York city were broken last week by the 
joint gathering of the New York City 
and Northern New Jersey life under- 
writers associations. While the at- 
tendance from New Jersey was an im- 
portant factor in swelling the total to 
1,400, the attendance from this side of 
the Hudson was sufficient to set a new 
record, 

In a program replete with frst-rank 
talent, Carroll C. Day, Oklahoma City 
general agent of the Pacific Mutual Life, 
made the hit of the congress with his 
talk on “A Philosophy of Living.” Mr. 
Day did not make his scheduled address 
at the National association convention 
last September in Boston. Conse- 
quently, most of his New York audi- 
ence knew him only by reputation. His 
eloquence, sincerity and dynamic energy 
quickly proved that he more than justi- 
fed his fame. The enthusiastic com- 
ments of the crowd surging out of the 
auditorium after Mr. Day’s talk closed 
the morning session made it clear that 
he had made a profound impression on 
his hearers. 


Play Proves Popular 


“On to Honolulu,” the play by Miss 
Olivia Orth, was a burlesque on the rush 
that precedes the deadline for convention 
qualifications, Cleverly written, and en- 
tertainingly acted by a well selected cast 
under the direction of G. P, Shoemaker, 
Provident Mutual, the playlet not only 
provided a lot of amusement along with 
some good lessons, but also indicated the 
progress that has been made in life in- 
surance drama. 

Judge J. C. Cropsey of the Kings 
County (Brooklyn) supreme court, told 
from a buyer’s angle some of the quali- 
ties and characteristics an agent should 
have in order to be successful. He also 
touched on the legal phases of life in- 
surance, 


Hear Business Bureau Manager 


K. B. Backman, manager of the Bos- 
ton Better Business Bureau, described 
the work of his organization at a meet- 
ing of the Boston Life Insurance & 
Trust Council. 


Special “Four-Star” Contest 


The General American Lifes agency 
organization has arranged a “Four-Star” 
sales contest for April with special 
weekly bonuses. 








(CONT'D FROM PRECEDING PAGE) 


and S. E. Diamond and assistant 
manager Bernard Ury, all of the 
Metropolitan Life. 

(25) L. W. Winslow and Wes- 

ley Hammer, New York City ac- 
cident and health managers of 
the Fireman’s Fund Indemnity 
and Commercial Casualty respec- 
tively. 
_ (26) Benjamin Salinger, as- 
Sistant manager Mutual Benefit 
Life, and H. L. Wofford, manager 
Prudential. 

(27) Harry Gardiner, general 
agent, John Hancock; J. S. 
Myrick, manager Mutual Life of 
New York; H. Keffer, general 
agent Aetna Life. 

(28) Mervin L. Lane, broker, 
and Randolph Saville, Connecti- 
cut Mutual Life. 











Northwestern Mutual Men 
in 80th Year Sales Drive 











A demonstration was staged by the 
Northwestern Mutual field force on 
“founders’ day” to show how quickly 
the company could be opened for busi- 
ness if $200,000 of business were needed. 
The organizers required 21 months to 
accomplish the task in 1857 and 1858. 
The field force on the 80th birthday 
wrote $5,575,738 on 1,365 lives, repre- 
senting $243,939 every 21 minutes of an 
eight-hour field day. The results were 
reported to President Cleary on special 
anniversary production post cards. 

Four general agencies exceeded $200,- 
000 on the day, Hobart & Oates, Chicago, 
$508,982; R. M. Hamburger, Minne- 
apolis, $268,952; Cameron & Carroll, 
Oshkosh, Wis., $248,523, and E. E. Can- 
trall, Springfield, Ill., $232,609. 

States reporting $200,000 written one 
to five times during the day were IlIli- 
nois 5, New York 3, Minnesota and Wis- 
consin 2, Iowa, Ohio and Pennsylvania 
14%, Missouri, Michigan and California 1. 

The Cantrall general agency wrote 
85 lives and Hobart & Oates 78. 


Suit on Thrift Certificate 
Is Lost by Policyholder 


LINCOLN, NEB., March 
Where a thrift certificate has lapsed it 
has no cash value, the state supreme 
court ruled in a case involving a policy- 
holder’s suit against the Cosmopolitan 
Old Line Life. There was a policy provi- 
sion that at the end of the fifth year $39.70 
a unit could be drawn, but the application 
to withdraw was made after the policy 
had lapsed and after the period of rein- 
statement had ended. The court said 
that unlike old line life policies these 
thrift certificates, do not accumulate 
reserves in which the policyholder has 
a property right. The policy provisions, 
being clear, must be enforced as writ- 
ten, and the contract being one in which 
the holder expected and had contracted 
to profit by the lapsations of others, she 
lost because she defaulted in payments. 

The thrift certificate had its origin in 
Nebraska, but did not spead far beyond 
its borders. In each case the company 
contracted that if the buyer would pay 
a dollar a month for ten years, total 
payments $120, it would guarantee pay- 
ment of $100 plus dividends. 





25.— 


Management Body Conference 


The 18th annual conference of the 
National Office Management Associa- 
tion will be held June 7-9 at the Stevens 
Hotel, Chicago. The theme of the 
meeting is “Tuning-Up Men, Methods 
and Machines—a 1937 Office Problem.” 

In addition to the presentation of pa- 
pers on pertinent subjects within the 
field- of office management, the confer- 
ence will have an exhibit of office ma- 
chines and also an exhibit of certain of- 
fice systems and methods used by a 
number of the larger industrial and fi- 
nancial institutions. 

Among the nationally known individ- 
uals definitely listed to appear are Dr. 
Samuel Stevens, Northwestern Univer- 
sity, who will speak on “Employment— 
Selecting the Right Person;” I. 
MacDonald, budget director, National 
Broadcasting Co., “Budgeting Time and 
Money for Control of Clerical Service 
Activities;’’ Dr. Donald Laird, Colgate 
University, “Effect of Physical Factors 
on Office Efficiency” and H. A. Hopf, 
Hopf, Kent, Willard & Co., “Manage- 
ment is a Profession.” 

Round table discussions will be held 
on such subjects as “Purchasing and 
Control of Office Supplies,” ‘Indexing 
and. Filing” and “Balanced Personnel 
Policies for Office & Factory Em- 
ployes.” 


Make money selling accident insur- 
ance, Send 10 cents for copy of Acci- 
dent & Health Review, 175 W. Jackson 
Bivd., Chicago. 








HERCULES LIFE 
INSURANCE COMPANY 


In 1936, HERCULES 


Doubled its own new insurance in force. 
Increased field force personnel by 50%. 


Made a further reduction (20%) in the amount of 
liens against National Life Fund policy 
reserves. : 


Renewed 94.75°/, of the insurance in the Fund 
(exclusive of deaths and maturities). 


Received 90.45% of the premium payments in 
cash. 


ALLSTATE INSURANCE 
COMPANIES 


Automobile Insurance 


In 1936, ALLSTATE 


Increased its premium income by 32%. 
Doubled field force personnel. 

Trebled field force production. 
Allstate's assets exceed $3,000,000. 


* * * * * 


The Hercules-Allstate companies are now entered in more 
than thirty states of the Union—from, and including Cali- 
fornia to New York. 


90%, OF ADDED FIELD REPRESENTATIVES HAVE NOT 
BEEN CONNECTED WITH ANY OTHER INSURANCE 
COMPANIES. 


HERCULES~ - ALLSTATE 
LIFE - AUTOMOBILE 
INSURANCE COMPANIES 


CARL L. ODELL 


President 


W. N. LOWE 
Vice-President & Secretary 


WALTER E. WEBB 


Vice-President 


D. M. BERRY 


Assistant to President 


CHICAGO 
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Tells How to Reap 
Package Sale Yield 


W. J. Blackwell Gives System for 
Locating All Possible 
Prospects 


NINE SOURCES COVERED 


F. H. A. Loans, with 20-Year Amortiz- 
ation, Make Excellent Openings 
for Family Income Policies 


HARTFORD, March 25.—Details of 
a systematic plan for turning up all the 
prospects in package selling field were 
given by W. J. Blackwell, assistant gen- 
eral agent Penn Mutual Life, New York 
City, at the ‘Connecticut State Sales 
Congress. Defining package selling as 
any sale of life insurance which does 
not come within a definite program set- 
up, Mr. Blackwell gave the following 
outline of the various sources of pros- 
pects, which is amplified in the tables 
below: 

Explanation of Sources 
Cold canvass 
. Policyholders 
. References 
. Newspapers (engagements, marriages, 
births, charities, institutions, mort- 
gages, financial notes, business 
notes, advertising notes and retail- 
ing notes) 
. Trade journals 
. Club papers 
. Published lists 
. Registration lists 
. City record of mortgages 
The cleanup policy applies particularly 
to the young man, especially the young 
married man who has no insurance. The 
next is the salary continuance plan for 
one, two, three, four or five years. 
These policies fit both the young man 
and older married man or single men 
with mothers. Any of the first eight 
sources will supply prospects for this 
type of package. Mr. Blackwell told 
how he approached a man on a reference 
and sold him a $100 a month policy for 
his wife for one year, and worked this 
up before closing to a $15,000 retirement 
income. 


Pot 


© ow -1S 1 


Club Papers as Sources 


Touching on the family income pack- 
age, Mr. Blackwell gave an illustration 
of how club papers furnish sources of 
prospects. The father of a new son was 
quoted in one as saying, “You know, a 
pound a day keeps the doctor away.” 
Reading this, Mr. Blackwell called on 
the father and said, “If a pound a day 
will keep the doctor away, what will a 
dollar a day do?” The result was a 
$10,000 convertible family income pol- 
icy. A monthly income policy can be 
used for men with wives, mothers, or 
other dependents, not necessarily hav- 
ing children. 

Retirement income policies often lead 
to other forms of insurance because 





Resigns as Manager of 
Country Life of Illinois 








L. A. WILLIAMS 


L. A. Williams announces that he has 
resigned as general manager at the head 
office of the Country Life of Chicago. 
This is the company that is affiliated 
with the Illinois Agricultural Associa- 
tion and has made a remarkable record 
in its 8% years of existence. Mr. Wil- 
liams is a dynamic operator and he is 
credited in large part with the success- 
ful growth of the company. He had 
been connected with the organization 
since four months before the company 
was put in the field. 

Last summer, Country Life passed the 
$100,000,000 mark of insurance in force. 
This goal was achieved in a shorter 
period of years than it has taken any 
other company to reach that mark. 

Mr. Williams started in the business 
in Ottawa, Ill., with the Equitable Life 
of Iowa. He later made a connection 
with the Northwestern Mutual in the 
same place and served Northwestern 
Mutual for three years in Kansas City. 
Then he returned to the Equitable of 
Iowa and was agency manager in Chi- 
cago until he went with the Country 
Life. 








everyone is interested in himself, irre- 
spective of what other insurance he has 
and this makes him interested in talk- 
ing about retirement policies, Mr. Black- 
well said. He uses the “hill of life” 
chart, showing how income usually in- 
creases up to between age 45 and 55 and 
then starts to decline. 


Educational Insurance 


Educational insurance leads can often 
be obtained from centers of influence, 
from whom valuable information, such 
as the number and age of children, can 
be obtained. 

Father and son insurance applies to 
men with young children, preferably 
from 10 to 20 years of age. 





(CONTINUED ON PAGE 24) 





Packages Prospects Sources 
O; XAORN=U ., Lisi Cibo ob 0 WOMCINETEIDG. MBN. Goi. 50} « ie aks nee ee 1-3-4-5-6-7-8 
2. Salary continuance for Young and older married men. 
ee yl aes 5 Single men with mother............6. 1-2-3-4-5-6-7-8 

3. Family income ......... Young and older married men with 

CRAOON Jor bcchis oe snees So ce abw see ee 1-2-3-4-5-6-7 
4. Monthly income ........ Men with wives, mothers or other 

DION 55. bas as 5455s Ce RAS Rae 1-2-3-4-5-6-7-8 
5. Retirement income ..... Wir Boll Het TAMU y 6. 5c cca. eats oh sch Everybody 
6..Educational ............ Men with children (1 to 10)........... 2-3-4-5-6-7 
7. Father and son.......... Men with children (10 to 20).......... 2-3-4-5-6-7 
BimeeOtIAB: acc c ccd cee res WHO BNE CHUIAPEN 26.0. wc occsevcscncses 1-2-3-5-6-7-8 
9, Birthday ......c.cseseee Wife and children .............++++++.1-2-3-5-6-7-8 
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13. Charity and institutions.Men or women interested in institu- 

SU CE EES oS v0.0 60.5 o5:0 000 0s 4-7 
14, TAX€S ......eeeeeeeeeees Men and women with fair sized estates. 2-3-4-6-7 
15. Business insurance ..... Individuals, partners, close corpora- 

SS ee ee ee eee 1-2-3-4-5-6-7 





Streamlined Sales Methods 
Stressed at Boston 





BOSTON, March 25.—Streamlining 
the selling of life insurance to reduce 
deadweight and sales resistance in 1937, 
the relation of inflated values to life in- 
surance, practical methods of developing 
cold canvass, formulas for getting into 
the higher brackets of salesmanship by 
sound methods of client building, and 
new ideas of selling, with a final 
facetious and satirical commentary on 
“how to fail,” were outstanding features 
of the annual New England Sales Con- 
gress, sponsored by the Boston Life 
Underwriters Association and attended 
by nearly 1,000. 

Burton Bigelow, merchandise counse- 
lor of Buffalo, N. Y., a specialized sales 
engineer and _ consultant, spoke on 
“Streamlining Your 1937 Sales Talk.” 
The difficulty with most salesmen, he 
said, is that they are not selling as well 
as they know how. In an age of stream- 
lining it might be well to apply that 
principle to life insurance selling to re- 
duce the deadweight and sales resistance. 
The prospect should be qualified early in 
the interview and time should not be 
wasted on one who hasn’t the money, 
desire or need for a policy. The world 
is full of suspects but few are prospects. 
A prospect is one who has the need for 
life insurance, the money to buy it, the 
authority to buy, ambitions to accom- 
plish and a desire to buy. Otherwise he 
is a China egg and there is no use to 
waste time on him. 


Eliminate Resistance at Start 


“Successful canvassing should start by 
eliminating resistance, by telling a good 
story, carried through to the end,” said 
Mr. Bigelow. “A half or half baked 
story is worse than none. Some sales- 
men like to bring out objections but you 
will find if you do that the prospect will 
stand behind them and feel compelled 
to defend them. Some salesmen can 
work on that line but I prefer a good 
story which immediately overcomes the 
initial objections. Streamlining also 
calls for time saving. Reduce your num- 
ber of interviews. Use two interviews 
to sell rather than four. Unless you 
have to use a planned program this can 
be done. Most life men like to have a 
lot of prospects and to hang around in 
their offices, though they know they 
will get no business. If you were 
honest with yourself you would 
scratch those persons off. 

“Most prospects are satisfied with 
themselves and their present situation,” 
said Mr. Bigelow. “You must learn how 
to dissatisfy the man with his present 
situation, and when you do you have the 
key to unlocking a sale. Dynamite the 
prospect out of his mental inertia. Plant 
desire ideas in his conscience. Resist- 
ance to anything new is great, but peo- 
ple are motivated by loss avoidance 
rather than by any protective features 
you may offer.’ If a man thinks he is 
going to lose his security, leave his fam- 
ily unprotected, develops worry along 
that line, he is going to buy. Until he 
becomes dissatisfied with himself and his 
protection he is not going to buy.” 


Five Point Program 


Summing up, Mr. Bigelow gave his 
plan as “1., qualifying prospects; 2, tell- 
ing the whole story; 3, keeping down 
the interviews; 4, plan your work and 
work your plan, and, 5, study satisfying 
your dissatisfied prospect.” 

Leon Gilbert Simon, New York City, 
Equitable Life of New York “million- 
aire,” spoke on “Variables in Money” 
and demonstrated that life insurance 
nullifies devastating inflation. “Pros- 
pects today are thinking of what has 
happened in Germany and France since 
the war and what may happen here if 
we have inflation,” said Mr. Simon. He 
reviewed the causes of inflation in those 
countries and the ineffectual attempts 
to offset the effects. The United States 





is the wealthiest of all nations, having 
tremendous gold reserves and natural 
resources, less radical influences, and 
can better absorb fluctuating values. 

“While index prices of commodities 
have been steadily climbing,” said Mr, 
Simon, “there is no currericy inflation 
as known in Europe but we have with 
us practically at all times, tides of credit 
inflation. Life insurance is the only 
reliable investment which. will care for 
all money variable requirements. The 
emergency value of a dollar is what 
counts. If you have nothing the emerg- 
ency value is greater. The emergency 
value of a dollar is expressed in terms 
of human needs at the time of its ar- 
rival. What will money be worth to 
you when you retire? Every dollar 
given a widow is an emergency dollar. 
The kind of dollar you get is what 
counts. One dollar to a man retiring is 
worth $5; to a widow it is worth $9. The 
variations in the value of the dollar from 
the utility point of view depend entirely 
on the condition and the needs of the 
recipient. 

“Dollars paid by virtue of claims un- 
der life insurance policies, death, sur- 
render or maturity, or under annuities, 
are dollars not only of a stipulated num- 
ber but in addition have a special utility 
value. This answers all the problems 
that a prospect has to face, and if he 
thinks that inflation means a variation 
in the purchasing power of the dollar 
he should recall the tremendous varia- 
tion that has occurred here in the last 
few years, since 1926, and be reminded 
that a slight inflation and deflation is 
always with us.” 


Cold Canvass Expert 


Elmer L. Weimer, Marion, O., agent 
of the John Hancock Mutual Life, told 
of his cold canvassing in the country 
towns. He has produced an average of 
three new cases a week for the last nine 
years and wrote 200 new. cases in 1936. 
Mr. Weimer emphasized system and or- 
ganized effort in prospecting, elimination 
of the “suspects” early and full and ex- 
haustive utilization of the possibilities 
of all profitable prospects each day. He 
calls on three to six new people he has 
never seen. Men with bank accounts 
and children are the best prospects for 
ordinary life; teachers, college profes- 
sors, aged men and women with money 
and without children are best for an- 
nuity contracts. “The reason many fail 
in the cold canvass,” said Mr. Weimer, 
“is because they give up too soon and 
because they don’t carry enough evi- 
dence to establish themselves in the con- 
fidence of their prospects. Establish the 
fact that you are a responsible person, 
one who can be trusted and that you 
know your business thoroughly. If you 
have any negative qualities, wipe them 
out. Feel your own responsibility and 
be sold on your job.” 


Holeombe Discusses Training 


At the luncheon John Marshall Hol- 
combe, Jr., of the Sales Research Bureau 
spoke on: “Present Day Problems of 
Agency Training and Management.” 

“No one is standing still today,” said 
Mr. Holcombe, “and least of all our 
buying public. It is our supreme court 
and we have no business to tamper with 
it. It is expecting more of us than 
ever before. The buying public today 
will tell you what it likes and what it 
wants. A little study and reflection will 
surprise you at the public knowledge of 
life insurance. 

“What are today’s trends in the train- 
ing of agents? In the past we trained 
our agents in groups. Today we realize 
we must give more attention to indivi- 
dual needs. We must help the indivi- 
dual. Recruiting new agents is harder 
than in the past, it is difficult to find 
good men. Perhaps that is as it should 

(CONTINUED ON PAGE 26) 
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Senate Hearings on Illinois 


Code Have Been Concluded 





MANY INTERESTS SUPPORT IT 





London Lloyds Is Still Opposed to the 


a Section Setting Forth More 


Rigorous Regulations 





SPRINGFIELD, ILL., March 25.— 
The state senate insurance committee 
yesterday recommended the proposed 
insurance code do pass. The vote was 
unanimous. 

Senator Keane, chairman of the in- 
surance committee, said no effort will 
be made to move the bill next week. 
It now is on second reading. He said 
he hopes to advance it to third reading 
April 6, and to call it up for passage 
April 7. No public hearings on the 
code will be held on the floor of the 


' senate, because such hearings were 


conducted by the committee prior to 
today’s action. Keane said a hearing 
will be held March 31 by his commit- 
tee on S. B. 126, which provides a tax 


' of 50 cents per policy upon every 


agent licensed to do business, the tax 
collections to be paid into the state 
old age fund. The code bill now has 
been designated as S. B. 268. It con- 
tains more than twenty wordage 
amendments offered to the original 
code bill, which had been designated 
as S. B. 100. 
There will be no more public hearings 
on the Illinois insurance code before 
the senate insurance committee. . There 


will be an executive session of the com- 


mittee to consider amendments. At the 
hearing last week all amendments to the 


| proposed Lloyds section were voted 


down and the section remains as intro- 
duced. This section, like the rest of the 
code, was prepared by the insurance 








committee of the Illinois Bar Associa- 
tion and a number of outside interests 
cooperated. The house will not take up 
the code until the matter is finally dis- 
posed of in the senate. Undoubtedly 
London Lloyds will fight the code and 
use all influence against it such as the 
Illinois Bankers Association and other 
large interests which have purchased its 
policies at a lower price than they could 
get elsewhere. However, the casualty 
managers in Chicago have dispatched 
their field men throughout the state to 
visit local agents and bankers in order 
to present a different picture to them. 
It is thought that those outsiders who 
support London Lloyds may change 
their viewpoint somewhat. 


HOUSE AWAITS SENATE’S ACTION 


SPRINGFIELD, ILL., March 25.— 
The senate insurance committee met in 
executive session yesterday to consider 
action on the insurance code with indi- 
cations that it will be reported out with 
a recommendation that it do pass. 

This meeting, which was private, fol- 
lowed a series of public meetings, with 
a number of insurance groups speaking 
for and against the code. The chief 
bone of contention is the section on 
London Lloyds. 

It is likely that the Illinois house will 
defer any action on the code bill until 
the senate has acted. Last year the 
code went sailing through the house but 
was defeated in the senate by a narrow 
margin. The house now wants the sen- 
ate to lead off. The senate insurance 
committee will now proceed to hold 
executive sessions on the code. 

Attorney R. H. Matthias, secretary 
Illinois Fraternal Congress, spoke at 
Springfield, before the code commnit- 
tee a week ago, endorsing the measure. 
The congress is sending letters to its 
members asking them to request their 
legislators to vote for the bill The fra- 
ternalists are entirely satisfied with the 
code and the fraternal provisions. The 

(CONTINUED ON PAGE 24) 





N. Y. Saving Bank Insurance 
Measure Again Introduced 





CONSTITUTIONALITY DOUBTED 
Authorities See Tax Exemption Fea- 
ture as Fatal Weakness In the 
Controversial Bill 





ALBANY, March 25.—The savings 
bank insurance bill has again made its 
appearance at Albany. It was referred 
to the banks committee. 

Legal authorities here believe the bill 
in its present form is unconstitutional on 
account of its tax exemption section. 
The measure provides that “savings and 
insurance banks shall not be taxable on 
funds held as part of the expense guar- 
anty fund, or of the insurance guaranty 
fund, nor shall such banks be liable for 
any taxes or fees provided to be asses- 
sed upon life insurance companies.” 

The bill is similar to the measure pre- 
viously introduced. It provides that any 
savings bank may establish an insurance 
department by the vote of a majority of 
two-thirds of its trustees present at a 
meeting and voting. 

The procedure is to establish a spe- 
cial expense guaranty fund of not less 
than $10,000, which may be increased at 
any time by action of the trustees of the 
bank. The amounts advanced are to be 
evidenced by certificates of the par value 
of $100 each to bear interest at a rate 
not exceeding 6 percent. 


Special Guaranty Fund 


Then there must be a special insur- 
ance guaranty fund to consist of not less 
than $40,000 to start. The original 
amount fof such special guaranty fund 
shall be fixed by the trustees with the 
approval of the superintendent of insur- 
ance, which shall also be evidenced by 
certificates of the par value of $100. 

After the special expense guaranty 









fund, has been retired, the special insur- 
ance guaranty fund, with the approval of 
the superintendent of insurance may be 
retired by the trustees as soon as the 
insurance department of the savings 
bank shall have accumulated a surplus 
in excess of all its liabilities equal to 
the amount of such guaranty fund. 

The granting of a license to a savings 
bank to maintain an insurance depart- 
ment is mandatory upon the superin- 
tendent but he may revoke the license 
provided not more than $20,000 of insur- 
ance on not less than 100. lives shall 
have been issued and then remain out- 
standing. Provision is made for rein- 
surance of risks of a savings banks 
whose license is revoked or which of 
its own accord ceases to further engage 
in the business. 

The assets of banks and insurance de- 
partments are to be kept apart. The 
funds of the insurance department must 
be invested in the same class of securi- 
ties as savings banks, 


Limit Is Set at $1,000 


The limit of insurance upon a single 
life is $1,000, except for such amount, if 
any, as it may be bound to pay upon 
the death of such person under an em- 
ployes’ group policy, or under an an- 
nuity contract embodying an agreement 
to refund, upon the death of the holder, 
a sum not exceeding premiums paid plus 
interest, nor shall the insurance depart- 
ment of a saving bank write any annu- 
ity contract binding it to pay in any one 
year more than $200 exclusive of divi- 
dends or profits. 

No solicitors would be employed. All 
policyholders must be residents of New 
York or regularly employed there. If the 
policyholder becomes a resident of an- 
other state, the bank is released from 
liability of notifying him of the date his 
premium is due and should a lapse oc- 
cur by reason of the failure of any pol- 
icyholder to pay his premiums, by rea- 
son of having removed to another state 
and not received a notice of premium 
due the liability of the bank is limited 

(CONTINUED ON PAGE 26) 
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is completely developed around a certain phase of Life Insurance so 


comprises a valuable sales aid. 





HENRY HELPSELL 


Twelve Merchandising Plans are being profi- 
tably used by Jefferson Standard Agents. Each 


A. R. PERKINS—A gency Manager 
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JULIAN PRICE PRESIDENT 


that the entire plan can be presented in the presence of the prospect. 
Tersely written—compactly printed, the full set of these file-size plans 






ete ance Co. 


GREENSBORO, NORTH CAROLINA 








THE NATIONAL UNDERWRITER 








March 26, 1937 q 


5 




















wall 


»\ 
\\ 


fi 


Ih mh . 
“i 
| % 


i 


wif my 


| ee insurance selling is 
unique in that company 
objectives, of their very es- 
sence, are the same goals 
which successful agents nat- 
urally set for themselves. 


Thus, the General American 
Life quality business program 
consists essentially in fur- 
nishing field men the practi- 
cal means for attaining their 
own natural objectives. 


General American Life, and 
our field associates, make 
common cause of progressive 
selling methods. 
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Five Principles to Put Self on | 
Prospect’s Side of Fence 


q 





A wolf can’t metamorphose himself by 
throwing a sheepskin over his back, and 
the life agent who wants to change the 
sales interview from a tussle between 
himself and the prospect for the latter’s 
dollars must sincerely put himself on the 
buyer’s side of the fence and refuse to 
sell him anything the agent himself 
wouldn’t buy if he were in the prospect’s 
shoes, A. V. Youngman, production 
manager DeLong agency, Mutual Bene- 
fit Life, New York city, declared at the 
Connecticut Sales Congress. 

“If by some magic we could go out 
and call on a list of 10 prospects, each 
of whom wanted to buy life insurance, 
wouldn’t we have a swell day?” the 
speaker asked. “Why would it be a 
swell day? Not lonly because of 
the business it would mean but because 
of the difference from the usual relation- 
ship of agent and prospect, where the 
latter’s main idea is to keep a tight hold 
on his. pocket-book. Instead, there 
would be two fellows with the same 
idea, both working to help the buyer 
solve his problem. We can build this 
relationship with a prospect only if we 
put ourselves sincerely on his side of 
the fence. 


Gives Five Principles 


“Once we accept the wisdom of this 
course, the primary job is to convince 
the prospect that we are sincere and 
really trying to help him and are not 
merely interested in the commission. The 
following five principles, I believe, are 
helpful in convincing him that we are 
on his side of the fence and are not an 
antagonist trying to blackjack some 
money out of his pocket: 

“First, suggestion: It is more palatable 
to most men to accept suggestion rather 
than direct urging. Men don’t like to 
be told that they should provide for 
their families but you can say without 
offending them, “Many men in your po- 
sition look at it in this way... 

“Second, anticipation: Isn’t it better 
to think of how your prospect will look 
at the problem and then anticipate his 
objections rather than waiting till he 
brings them up and finding yourself with 
a battle on your hands? Whyv not bring 
them up yourself by suggestion offer a 
logical answer? 


Frankness Is Necessary 


“Third, frankness: You know what 
you think of the book salesman who tells 
you that his company is giving away a 
limited number of sets of books and that 
you have been selected, as an outstand- 
ing life insurance man, to receive one of 
these. Of course, you find that you have 
to pay a mere $150 or so for the annual 
supplements to keep the set up to date 
for the rest of your life. How many of 
you heard someone ‘tell a receptionist, 
‘It’s a personal matter’? The reception- 


| ist doesn’t suspect it’s life insurance: she 


knows. 

“Fourth, agreement with the prospect’s 
objections rather than opposition and 
argument. This course, plus the supply- 
ing of a positive suggestion as an anti- 
dote to the objection raised works much 
better than engaging in a debate. Does 
your prospect hesitate to buy because he 
fears inflation? Rather than fight for 
an hour and a half over something 
neither of you know anything about, why 
not admit it is something that should be 
given a lot of thought in mapping out a 
program, and at the.same time ask him, 
‘Isn’t your real concern the possible un- 
certainty of the dollar’s purchasing 
power? We don’t know when inflation 
will come and go, and what it will leave 
behind, but what you and I want over 
the next 20 to 50 years is financial se- 
curity for our families, and for ourselves 
later in life. I don’t think that you or 
anyone else doubts the proven security 





of life insurance in protecting men’s 


—— i 


families and themselves in their later 
years against the effects of inflation or! 
deflation.’ ” 4 

Mr. Youngman’s fifth principle was} 
that of committing the prospect to what) 
both he and the agent agree on, partic. |” 
ularly as to the relative unimportance of) 
his objections and the relative import. 
ance of what the agent is suggesting | 
“By helping him you are committing >” 


in your sympathy with his problems and 
to the fundamental idea that what yoy 
are suggesting is the right course for 
— to apply to his case,” the speaker 
said. 


Cites Other Pointers 


_Mr. Youngman suggested some point. — 
ers to use in prospecting, “crashing the f 
gate,” opening the interview, and the 
close: 

Prospecting: “I’m not here today to 
sell you life insurance, so relax. I want 
to borrow your judgment on some peo- F 
ple you know—whether they are ambi. | 
tious, whether they have good judgment, | 
whether they are happily married. .., 
Does your concern’s sales manager fit 
that description? Does the cashier?” 

Crashing the gate: Instead of letting 
the receptionist ask the agent’s busi- 
ness, Mr. Youngman suggested saying, 
after giving one’s name, “I wish you 
would please be sure to tell Mr. Jones 
that I have heard Mr. George Smith 
speak highly of him many times and | 
would like very much to meet him.” 

Opening the interview (where the 
agent knows the prospect pretty well): 
“You know I’m in the life insurance 
business. I said life insurance, not death 
insurance. I suppose you have had 
agents drive up in a big black hearse, ~ 
haul out a coffin and have you neatly | 
parked in it. But I have found that © 
you and I have seven chances out of | 
10 of living to 65 and I know when you | 
get to be 65 you'll want to have an in- 
come provided for yourself.” 

Where the agent doesn’t know the 
prospect well: “Mr. Prospect, my name 
is Youngman. I know what is going 
through your mind. Yov’re trying to 
figure how to get me out of here as 
quickly as possible. If you'll play ac- 
cording to my rules I’ll be out of here 
in 10 minutes. All you have to dos 
to answer three questions—and remem 
ber that you can’t hurt my feelings. 
First, when, as, and if you do buy life 
insurance, can you do so on a business 
basis?” (If you can’t commit him on 
that, leave, Mr. Youngman advised). 

“Our experience has proven that 
eight out of 10 men who answer these 
questions adopt one or more of our sug 
gestions, but we do business with only 
two out of 10, so you have four times 
as much chance of getting something 
out of this as I have. Second, I want to 
know what you want to do, and third, 
what have you got.” These questions 
are designed to commit him as to his 
minimum requirements. 

Closing: Anticipate that the prospect 
will want to “talk it over with my wife, 
and suggest that he do so, “but you 
wouldn’t want to give her any needless 
worry or concern, so let’s find out first 
if you can get the insurance.” 
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Has Essay Contest for Children 


The Protective Life of Birmingham 
is enrolling contestants in its annua 
thrift essay contest for school children. 
Two trips to Quebec and Niagara Fa 
and 10 all-expense trips to Birming: “4 
are offered for the best letters of 200 . 
500 words on “Why life insuranc 
should be the first investment of 2 8 
or boy.” In addition a $25 prize 15 0 
fered to the Parent-Teacher Associatil 
of the school having the most § 











dents entered. 
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Extension of C. L. U. Work 
to Rural Sections Needed 





DR. HUEBNER TELLS PROGRAM 





President of American College Speaks 
at Philadelphia Observance of 
10th Anniversary 





The C. L. U. movement, entering 
upon the second, or expansion, decade, 
must extend its promotional activities to 
reach the man in the small towns and 
hamlets, Dr. S. S. Huebner, president 
American College of Life Underwriters, 
declared at a luncheon of the Philadel- 
phia C. L. U. chapter held March 22 in 
celebration of the tenth anniversary of 
the movement. Convalescing from toxic 
poisoning, Dr. Huebner disobeyed _phy- 
sicians’ orders to attend, give C. L. U. 
degrees to two new members and deliver 
the principal address. 

He reviewed the accomplishments of 
the first decade. The C. L. U. blazed 
the way, he said, and other branches of 
insurance are contemplating starting 
similar movements, such as the proposed 
Cc. P. U. (Chartered Property Under- 
writer) and C. C. U. (Chartered Casu- 
alty Underwriter) movements. 


Degrees Are Conferred 


Paul Banks, president Philadelphia 
chapter, presided, turning the gavel over 
to Dr. Huebner for conferring of de- 
grees upon H. G. Remington, Mutual 
Life, New York, and F. G. Stull, Penn 
Mutual Life. Dr. Huebner said Phila- 
delphia C. L. U. membership ‘was 95, 
third in number but first in proportion 
to population. Joseph Reese, Penn Mu- 
tual, first president of the chapter, 
sketched its history. 

Dr. Huebner said in the last decade 
the American College was devoted to 
three things: 1. Establishment of sound 
principles upon which the movement 
could live and grow; 2. awakening of 
the C. L. U. principles in the conscious- 
ness of life agents; 3. building a sub- 
stantial number of C. L. U.’s, the num- 
ber being 1,200 and an equal number 
having completed their work in various 
parts. 


Dr. Huebner said such a movement |: 


must be independent, not tied with any 
organization. The directors started with 
that idea firmly in mind. Second was 
emphasis on significance of the designa- 
tion which meets all standards of a de- 
gree in the American educational sys- 
tem. This educational requisite resulted 
ina hard fight for five years, but the 
business became accustomed to it. The 
honorary degree which cropped up in 
the early days, using the same letters, 
Dr. Huebner admitted, almost broke up 
the college, but through the aid of J. S. 
Myrick, the honorary degree was put in 
oblivion and the movement went ahead. 

He said the C. L. U. has definitely 
established the quality of life insurance 
Instruction in colleges, a difficult thing 
to do and still to be completed. It will 
take the next decade to perfect it. How- 
ever, “big strides have been made dur- 
ing the last eight years.” 


Study Period Was Lengthened 


During the first two years there was 
difficulty in establishing the instalment 
Portion of the program; 50 percent or 
more took all five examinations at one 
time. By emphasizing that it should be 
at least a four year program, the college 
last year had only 5 percent taking all 
ive €xaminations, most of them univer- 
sity graduates. By not seeking short 
cuts, the C. L. U. won favor with uni- 
Versities and colleges. 
ee its inception, Dr. Huebner said, 
on rts has adhered rigidly to its 
De _Standards. Incorporated in the 
bayer of Columbia, it comes under 
are ee there, and has been 
health wice, with a clean bill of 
ie greater than the importance of 
- L. U. degree, Dr. Huebner said, 








was the work the college has done in 
having life insurance taught in 140 uni- 
versities and colleges throughout the 
country. 

There is considerable work to be done. 
Thus far the C. L. U. has been mainly 
a big city movement; promotion work 
has been limited largely to summer 
time. It is necessary it be extended to 
other sections. In small hamlets of 
states such as Vermont, New Hampshire 
and Maine, there are no C. L. U. chap- 
ters, only limited efforts at self-study, 
yet there are competent life insurance 
representatives there who deserve to re- 
ceive benefits of C. L. U. The south is 
practically an uncultivated field from the 
C. L. U. standpoint. 

One of the things needed was devel- 
opment of correspondence courses and 
to secure several high-grade universities 
to run them. The University of Wash- 
ington now has one. The University of 
Wisconsin is considering one. 


Lauds Press Cooperation 


Dr. Huebner paid tribute to the insur- 
ance press for its splendid cooperation. 
Library facilities must be created to aid 
the further study. He advocated publi- 
cation of a “Review” that would not 
compete with any one. Dr. Huebner 
said the C. L. U. examinations revealed 
a lack of literature on selling, agency 
management, etc., which must be cre- 
ated. “Authors must be found and sub- 
sidized, if necessary,” he said. 

To do these things takes money— 
about double the present budget, he said. 
The college needs a field secretary to do 
promotional work the year round; an 
assistant to the dean and a research as- 
sistant. 

Four committees have been set up to 
raise the necessary funds. Grant L. Hill, 
director of agencies Northwestern Mu- 
tual Life, heads the annual giving fund 
committee securing funds from C. L. U. 
alumn; W. M. Duff, president E. A. 
Woods agency, Pittsburgh, the man- 
agers and general agents committee; Dr. 
J. A. Stevenson, Penn Mutual, securing 
endowment funds in cash or life insur- 
ance; J. S. Myrick, to organize con- 
tributions for current or endowment 
purposes from home offices. 


Plan Formation of Trust, 


Life Council in Bangor, Me. 


BANGOR, March 25.—The Eastern 
Maine Life Underwriters Association 
held one of the largest meetings in its 
history when it heard a talk on forma- 
tion of a life insurance and trust coun- 
cil in Bangor, by B. S. Collins, vice- 
president Old Colony Trust Company of 
Boston. 

Some 100 were present, including in- 
surance men from Calais, Dover-Fox- 
croft, Van Buren and other nearby 
towns. Guests included J. D. Garland, 
president Bangor chamber of commerce; 
Judge William Warren, G. F. Eaton, L. 
C. Stearns III, J. E. Mitchell and F. B. 
Dodd, representing the bar; K. R. Phil- 
brick of the Eastern Trust Company; 
J. P. Vose of the Merrill Trust Com- 
pany, and E. E. McFarland of the Mer- 
chants National Bank. 

D. S. Higgins, president of the asso- 
ciation, presided and introduced Mr. 
Collins, who went at length into rela- 
tions of trust officers of banks and life 
underwriters and the advantages to be 
gained from closer cooperation, describ- 
ing what had been accomplished in other 
places by councils. 

Mr. Collins declared the Boston coun- 
cil was the motivating force there in 
furthering relations between trust and 
insurance companies, and is recognized: 
in many parts of the country as being 
the most efficient cooperative association 
yet developed along these lines. 


Life Notes 


Dr. Henry B. Rollins, assistant medi- 
eal director of the Connecticut Mutual 
Life, will meet with the Herley S. Daily 
general agency in Kansas City March 26. 

Cc. F. Copeland, Indianapolis agent of 
the National Life of Des Moines, who 
enjoys the distinction of being the com- 
pany’s oldest agent in point of service, 
celebrated his 74th birthday. 
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Many Valuable Ideas Given 
in Congress at Fort Wayne 





FORT WAYNE, IND., March 25.— 
Approximately 200 agents from four 
states attended the all-star tri-state sales 
congress held in this city, under 
auspices of the Fort Wayne Association 
of Life Underwriters. The theme was 
“Sales Helps and Ideas for the Sales- 
man as an Individual.” Outstanding 
talks were made by A. L. Dern, vice- 
president and director of agencies Lin- 
coln National Life; R. B. Hull, manag- 
ing director National Association of Life 
Underwriters, New York; E. W. Brailey, 
Cleveland general agent New England 
Mutual, and H. K. Nickell, special agent 
and star producer of the Connecticut 
General in Chicago. Commissioner 
Newbauer of Indiana spoke at the 
luncheon. 

The morning session was opened by 
greetings from President Dave Hostet- 
ter of the Fort Wayne association and 
welcome by the mayor. 

Mr. Nickell, a member of the Million 
Dollar Round Table, spoke on “Prepar- 
ing for a Larger Volume,” stressing 





importance of selling wants instead of 
needs, This, along with securing grade 
A prospects, he said, is the most impor- 
tant part of preparing for larger sales 
volume. A grade A prospect he defined 
as. a man whose earned income is 100 
times his age. Good prospecting, he 
said, necessitates selling oneself to the 
prospect. This is done by impressing 
him with one’s knowledge, self-prepara- 
tion and training. 


Says Programming Demands 
a Great Deal of Study 


He said all agents should realize they 
are helping shape destinies of clients’ 
families, and urged not attempting to 
program life insurance unless the best 
job possible can be done. Increased 
volume will follow naturally with ren- 
dering such a service. 

Mr. Nickell said the agent must 
circulate where good prospects are, for- 
get the 9-5:30 hours, and be willing to 
give his time to politics, church affairs, 
community chest and other civic duties. 
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If he has commission earnings chiefly 
in mind he probably will not succeed. 
The agent can train himself to handle 
the big case properly when it comes 
along by devoting painstaking effort and 
thought to the small case. 

The public expects the life man to be 
well informed on fiduciary and legal 
matters, with state and federal laws on 
wills, trusts, perpetuities, taxes and 
rights of heirs. The agent should base 
his statements on definite supreme court 
decisions, for a wrong guess may 
radically affect the assured’s life plan. 


Roger Hull in Inspirational 
Address on Militant Stand 


Mr. Hull closed the morning session 
with an inspiring talk, urging agents to 
adopt a more militant attitude in com- 
bating adverse publicity. He called at- 
tention to books being prepared that 
present the life insurance side. 

The social security act, he said, has 
made the phrase “economic security” the 
most significant today. He pointed out 
that this legislation has the same ob- 
jective as life insurance, although the 
results are different. The act makes 
masses of people retirement income 
minded, but does only a small part of 
the job. Present provisions fall short of 
the American standards of living. 

It is the mission of life insurance men, 
he said, to teach the public that security 
is a fundamental of life and not an inci- 
dental. The great majority of Americans 
do not want a socialistic solution of their 
security problems but prefer to be re- 
sponsible individualists. 


Commissioner Newbauer of 
Indiana Luncheon Speaker 


At luncheon Commissioner Newbauer 
pledged the department’s cooperation in 
furthering all good insurance activities 
in the state. 

. E. Storer, Indianapolis, gave a 
short talk on behalf of the C. L. U. 
movement, and pointed out that pres- 
tige of agents is largely a personal prob- 
lem and cannot be solved by companies, 
The biggest single step in building pres- 
tige is to push membership in the 
American College of Life Underwriters. 

Mr. Brailey emphasized value of the 
planned day and necessity of writing at 
least one application a week. He spreads 
his cases, attempting each week to sell a 
retirement income, simple programming 
case, and junior case. He stresses sim- 
ple programming for young people. The 
agent, he believes, should own a sub- 
stantial amount of life insurance, put 
his own life insurance house in order, 
and carry the policies to use in inter- 
views as testimonials. 


Dern Discusses Agent’s 
Job, Part-timer Agreement 


A. L. Dern closed the meeting with 
an inspiring talk on “Our Job.” He 
praised the part-time agreement as a 
movement to increase the calibre of 
agents and reported good progress made 
by the better practices committee in 
charge of this work. It will better the 
working conditions of agents, he said. 

Discussing attacks on life insurance, 
he refuted the statement made in anti- 
life insurance books that a policy loan 
means termination. He quoted from 
studies made on paid-up policies heavily 
loaned, showing that the majority of 
these policies are in force and show low 
termination rate. A study was made 
of heavily loaned policies that became 
paid up in 1935, taken from a group in 
North Dakota where economic condi- 
tions were adverse. As of March, 1937, 
these policies showed only 19.8 percent 
termination rate. 

Herbert Folber was general chairman 
and presided in the morning. Dave 
Hostetter, president Fort Wayne asso- 
ciation, presided in the afternoon. V. J. 
Harrold presided at luncheon. 


Hold Convention in Colorado 


The Los Conquistadores Club of the 
Occidental Life of California will hold 
its annual convention at Troutdale-in- 
the-Pines, Evergreen, Colo., Aug. 30- 
Sept. 1. 





Prospecting Termed Heart 
of Life Insurance Selling 





DEFINITE PLAN DEMANDED 





John Hancock Star Producer Gives 
Sound Advice in New England 
Sales Congress 





Definite, systematic, effective pros. 
pecting is the heart of life insurance 
selling, Elmer Weimer, star producer 
R, W. Hoyer general agency John Han- 
cock Mutual, Columbus, O., declared in 
a talk at the New England Sales Con. 
gress on “The Selling Game and How 
to Win It.” Mr. Weimer, a C. L. U. 
who has been with the John Hancock 
since 1924, has been a consistently good 
writer from the start, averaging three 
applications a week. 

“A definite plan keeps a man from 
missing the way,” he said. “It gives 
him a destination and a feeling of satis- 
faction that he is moving toward it, 
The life agent who does not know the 
value of minutes loses many sales. He 
must have a goal for the year, month, 
week and day—a definite plan to be 
carried out on time. 


Gives Advice on Prospecting 


“Save time and effort with a syste- 
matic plan. Keep a record of prospects, 
interviews, and sales. Check your sales 
regularly to see if you are moving 
toward your goal. You must know 
where you are and where you are going 
all the time. 

“An agent who wants results must 
call on four or five people every day 
whom he has never seen before. We 
make too many calls on too few people. 
Call on those most easy to approach. 
Those who respond to you and bring in 
the best returns are of your type, inter- 
est, age, and intelligence. Destroy the 
prospect cards with names of people you 
fail to sell, A single man with a bank 
account is a better prospect than a sin- 
gle man who has never been taught the 
habit of thrift. A married man with 
children and a good job is a better pros- 
pect than a married man with no chil- 
dren. As a rule, aged men and women 
with money and no children or de- 
pendents are better prospects for imme- 
diate life annuities than people who have 
children.” 


Classifies His Prospects 


Mr. Weimer divided his prospects 
into the one interview type, who will 
buy from $1,000 to $3,000 for a clean-up 
fund; two interview type, who are pros- 
pects from $5,000 to $15,000; and the 
third class, a more limited group need- 
ing expert service for tax purposes, etc. 
He classifies prospects under different 
headings relating to his income from 
business, such as vacation prospects, trip 
prospects, shock-absorber prospects, etc. 
Shock-absorber prospects are those he 
plans to call on, if he should lose the 
business on another call. 

“The difference between the success- 
ful and unsuccessful salesman is the 
difference between a man who merely 
has a job and a man whose job has him,’ 
Mr. Weimer said. “So many people are 
working on small salaries today because 
they have a job. Other men have be- 
come outstanding because the job had 
them.” 


Canned Oysters Yield Pearls 


Anyone can stalk into a jewelry store 
and ask to buy a Japanese culture 
pearl. But the Central Life of Iowa of- 
fered this novelty as an award in con- 
nection with a special one-day produc- 
tion drive in celebration of its 41st an- 
niversary. Theoretically the sales force 
celebrated in a new, exciting, and ul- 
usual way by diving for pearls—div- 
ing for “apps.” To each “lucky diver 
went a canned oyster and inside the 
oyster somewhere among its folds was 
lovely prize to be found and removed. 
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Chicago Managers Consider 
Recruiting Problems of 1937 





HOLD VALUABLE SYMPOSIUM 





More Selective Methods of Picking 
Agents Calculated to Improve 
Business 





Three leading Chicago agency heads 
contributed to a symposium of views on 
recruiting and training at the March 
meeting of the general agents and man- 
agers division, Chicago Association of 
Life Underwriters, Wednesday. These 
were H. A. Zischke, manager Union 
Central; L. S. Broaddus, manager 
Guardian Life and N. H. Bokum, of 
Bokum & Dingle, general agents Massa- 
chusetts Mutual. Stumes, of 
Stumes & Loeb, general agent Penn 
Mutual, was chairman. 

Mr. Zischke said average income of 
agents is very low. With 8,000 life 
agents in Chicago and possibly about 
$250,000,000 annually written there the 
average paid business is very low. Pros- 
pective agents are difficult to find. Thus, 
while most agencies have recruiting 
standards, necessity requires some vari- 
ations from the ideal. Since Dec. 3, he 
said, he signed three agents, contacting 
82 new centers of influence in the pe- 
riod. He prefers men 28 to 40, married, 
wih a pleasing personality and fairly 
wide acquaintanceship. These 82 peo- 
ple sent up 31 men who were some- 
what interested in selling life insurance. 
He said five years ago he probably 
would have been willing to sign any of 
the 31 men, as the agency had not then 
formulated the strict standards of today. 


Shows Results of System 


Results to date show that one man 
after 13 weeks has gotten $21,000. An- 
other man with better acquaintanceship, 
in seven weeks has gotten $32,000. The 
third man who started a week ago has 
secured two small applications. These 
men are in strict training and closely 
supervised. Mr. Zischke finds business 
men are willing to help sign desirable 
men, if details as to the training meth- 
od and opportunities are frankly and 
truthfully told. 

Bankers are good centers of influence, 
he said. Trust officers are fair sources. 
Other good sources are advertising 
agency men, attorneys, accountants, as- 
sociation secretaries, real estate brokers, 
stock brokers, doctors, college profes- 
sors and personnel officers. Mr. Zischke 
said he never lets a day go by without 
contacting at least one center of influ- 
eice to secure agency prospects. Ad- 
herence of all agencies to such a select- 
ive recruiting method, he said, will elim- 
inate many non-producers and raise the 
level of earnings for those remaining. 

Norris Bokum, who recently returned 
to work after a long siege of serious 
illness, told of methods in his office, the 
System having been developed by the 
general agents association of his com- 


sales. It prepares the new man for re- 
buffs and disappointments and leads him 
to contact friends, the most prolific 
source of business for new men when 
properly canvassed. 

Mr. Broaddus, one of the. outstanding 
organizers of the country told of his 
“nominator” system of recruiting, now 
being used very successfully by a num- 
ber of leading Guardian Life agencies. 
This is a “center of influence” plan. 
Nominees are invited by the agency to 
call. They are rated with merits and 
demerits, count of 16 points being neces- 
sary for consideration of new men and 
17 in case of prior life insurance ex- 
perience. There are 20 merit points and 
a number of demerits, such as unhappy 
home life, unemployment for more than 
three months. A physician is demerited 
three points. Mr. Broaddus does not 
talk to a prospective agent until after 
rating by supervisors and adheres 
strictly to the “16-17” rule. 

His training method also is highly or- 
ganized. This is in two divisions, 
reading and visual, using the Research 
Bureau film projector. Men must pay 
for $20,000 in the first three months. 
The average man hired has a market 
to begin with. The problem is to de- 
velop it, not to make a new market for 
him, Mr. Broaddus said. His prospect 








pany. It is drafted to produce early 


list of friends, relatives, etc., is broken 
down minutely in preparation for sales 
interviews, and through careful analysis 
is made to yield much more than the 
average list. 

Frederick Bruchholz, New York Life, 
president Chicago association told plans 
for a sales clinic to be held March 30, 
and W. M. Houze, John Hancock, an- 
nounced the annual sales congress will 
be held April 15. Among speakers 
Paul Speicher, Research & Review; P. 
F. Clark, John Hancock, Boston; Peter 
Trosper, New York Life, Detroit, lead- 
ing producer; Gail Johnson, Metropoli- 
tan, St. Louis, and a company vice-presi- 
dent. There will be four local speak- 
ers including W. N. Hiller, Stumes & 
Loeb and Vera Reynolds, Equitable of 
New York. 


Bullock Philadelphia Supervisor 


George S. Bullock, former agency 
manager for the Equitable of Iowa at 
Erie and supervisor for the Pittsburgh 
agency, has been made agency super- 
visor at Philadelphia under J. C. John- 
son, general agent. Mr. Bullock has 
been with the Equitable of Iowa for 12 
years. 


Linton, Hamilton on Security 

CINCINNATI, March 25.—Social se- 
curity was discussed by Dr. W. H. Ham- 
ilton, formerly research director of the 
social security board, now its consultant, 
and President M. A. Linton of the Prov- 
ident Mutual Life as guest speakers of 
the University of Cincinnati business 
and professional men’s lecture course. 





Has Milwaukee Agency 


C..A. Post has been appointed gen- 
eral agent for the Provident Mutual 
Life in Milwaukee. Mr. Post has been 
active in life insurance since his gradua- 
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tion from the University of Wisconsin 
in 1924. He entered the Provident Mu- 
tual in 1030, and has been one of its 
leading producers in the Milwaukee ter- 
ritory since. In 1934 he was president 
of the Milwaukee Life Underwriters As- 
sociation. 


Vermont Deputy Reappointed 


MONTPELIER, VT., March 25.— 
Commissioner Hemenway has_ reap- 
pointed A. D. Pingree of White River 
Junction deputy commissioner, and the 
appointment has been confirmed by the 
governor. Mr. Pingree was first ap- 
pointed in 1935. 


C. K. Schonck, 60, superintendent 
home office agency Penn Mutual, Phila- 
delphia, died from influenza. He joined 
the company as a clerk in 1897 and was 
transferred in 1911 to the medical de- 
partment, doing also part-time work in 
the home office agency. He was ap- 








pointed superintendent of the home of- 
fice agency in November, 1922. He was 
prominent in the Philadelphia Life Un- 
derwriters Association. 


Conduct School at Pittsburgh 


The two-week school in agency man- 
agement, conducted by the Life Insur- 
ance Sale Research Bureau, Hartford, 
and sponsored by the Pittsburgh Life 
Underwriters Association, will open 
March 29 at the Cathedral of Learning 
of University of Pittsburgh. 

Four instructors from the bureau, in- 
cluding John Marshall Holcombe, Jr., 
will conduct classes each morning at 
8:30 with afternoon sessions given to 
conferences 


Grosse Supervising Assistant 


E. A. Grosse has been appointed su- 
pervising assistant in the St. Louis 
agency of the Mutual Life of New 
York by R. H. Deas, manager. 
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Riehle Predicts 
Radical Changes 


(CONTINUED FROM PAGE 1) 


designation, with its emphasis on re- 
sponsibility as well as achievement, sup- 
plies this standard in the life insur- 
ance business, he said. 

“The C: L. U. movement is going to 
be beneficial and chart the way to big- 
ger and better things in this insurance 
business,” he said. “I think that you 
men are to be congratulated. But keep 
in mind that the responsibility that goes 
with the C. L. U. designation has not 
yet been, digcharged. 





Consumer Needs Educating 


“We haven’t begun to see the job that 
we can do. Jf you don’t believe it, go 
out and find out how little the public 
knows about life insurance, what the 
average man in the street knows about 
the great service we can render. Whose 
fault is this? It is definitely our fault. 
We have been volume-crazy. We have 
made records our gods. We have not 
been interested to the point we should in 
developing men who appreciate the great 
responsibility of being a life insurance 
man. You must be men who will con- 
tinue to lead life insurance into the right 
field. Keep its standards always high 
so that everybody can say, ‘They are 
men who have led the way and have 
made a beacon that we can follow.’ 

“The insurance business needs that 
which you can give it. I believe our 
business has in it fine men—we have a 
fine leadership. I say to you men that 
you need have no fear for the type of 
leadership at the heads of our compa- 
nies, but unfortunately they cannot al- 
ways see every channel of business. But 
they do mean to direct our business in 
a way that will keep it above reproach. 


Must Do Worthwhile Job 


_“You men who have got this point of 
view must always do a job that is well 
worth seeing and knowing. You may 
not necessarily be the biggest producers, 
but your methods must be always above 
reproach. Ten years from now we will 
be able to point to you and say that you 
have left your mark on the sands of in- 
surance time.” 

Oliver Thurman, vice-president Mu- 
tual Benefit Life, said that the feelings 
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of home offices toward the C. L. U. 
movement had mot crystallized into a 
definite attitude, although home offices 
are accustomed to dealing with profes- 
sional men, such as lawyers, doctors 
and actuaries, and are generally favor- 
able to the professional idea. He said 
that ten years is too short a time for so 
tremendous a movement as the C. L. U. 
development to get final home office ap- 
praisal. Applying the words of Daniel 
Webster, Mr. Thurman said that the 
C. L. U. standard is, “ours to enjoy, 
ours to preserve and ours to transmit. 
Generations past and generations to 
come will hold us responsible to this 
sacred trust.” 

J. S. Myrick, who was president of 
the National Association of Life Under- 
writers when the American College was 





founded, paid tribute to Dr. S. S. 
Huebner and Dr. David McCahan 
for the work that they have done in the 
C. L. U. cause and expressed the hope 
that these men would be enabled to get 
proper assistance to carry-on the work 
and that graduates having the degree, 
and general agents and companies would 
be in a position to help in seeing that 
a steady income is provided for the 
benefit of the American College. 

The only speaker from outside the 
life insurance business was E. H. P. 
James, director of promotion, National 
Broadcasting Company. With the ex- 
ception of Mr. James, all the speakers 
are directors of the American college of 
life underwriters. 

Leroy N. Whitelaw, president of the 
New York chapter, was toastmaster. 





C. L. U. Forces of U.S. Hold Rallies 


(CONTINUED FROM PAGE 1) 





City C. L. U. chapter and Oklahoma 
Association of Life Underwriters was 
held in Oklahoma City, Harold Cooksey, 
Northwestern Mutual at Norman, tell- 
ing how life agents consider the C. L. 
U. movement. Leon Willits, North- 
western Mutual, Oklahoma City, spoke 
on the importance of programming, and 
J. T. Owens, Mutual Life of New York, 
presided. 


Cleveland in Celebration 


The Cleveland chapter held a din- 
ner, President Ethel M. Wood, Equita- 
ble of Iowa, being toastmaster, and 
Warren Smith, Northwestern National, 
being chairman. Dr. W. E. Wicken- 
den, president Case School of Applied 
Science, spoke on “Professionalizaticn.” 

The Albany, N. Y., chapter and local 
association held a joint meeting. At Bal- 
timore, Md., a dinner meeting was held, 
B. C. Millikin speaking on “The Pro- 
fessional Concept in the Chartered Life 
Underwriter Movement.” E. J. Clark, 
board chairman, American College, 
spoke on “The History of the Chartered 
Life Underwriter Movement.” A dinner 
was held in Boston, B. S. Collins, vice- 
president Old Colony Trust Company 
being general chairman, Philip Cabot, 
professor of business administration, 
Harvard, was the main speaker. Mrs. 
Grace Morrison Poole gave a short talk. 
P. F. Clark was toastmaster and Corinne 
V. Loomis, president Boston Chapter, 
presided. 


Events at Other Points 


The Buffalo, N. Y., chapter and Buf- 
falo association held a joint meeting re- 
cently, Harry Wood being the principal 
speaker. At Chicago a special dinner 
meeting was held, Grant L. Hill, direc- 
tor of agencies Northwestern Mutual, 
being the speaker. Cincinnati held a 
dinner of general agents, C. L. U. grad- 
uates, prospective C. L. U. candidates, 
association officers, and prominent 
agents and trust company officers. 

V. Anderson gave an outline of the C. L. 
U. movement. The guest speaker was 
Dr. B. L. French, Miami University, on 
“The History of the Supreme Court.” 

A joint meeting was held at Dallas, 
H. G. Hewitt, Houston, speaking on 
“More Stately Mansions.” The chap- 
ter was organized this month. The 
Davenport, Ia., chapter met in the ob- 
servance, D. J. LeBuhn, president Dav- 
enport chapter, presiding. Hartford 
celebrated at a luncheon, speakers be- 
ing Commissioner Blackall, H. E. North, 
second vice-president Metropolitan, 
and J. M. Holcombe, Jr., manager Re- 
search Bureau, directors of the Ameri- 
can College. Houston held a joint 
meeting, an outstanding lawyer there 
speaking. Indianapolis held a joint 
meeting, G. E. Lackey, general agent 
Massachusetts Mutual, Detroit, being 
the speaker. D. W. Flickinger, presi- 
dent Indianapolis association, has ar- 
ranged with several associations of the 
state to hold meetings in March at 
which C. L. U. men will speak. 

At Kansas City, a joint meeting heard 
Dr. J. D. Spaeth, president University 
of Kansas City and former Princeton 





professor. Dix Teachenor, president 
Kansas City chapter, presided. A joint 
meeting was held in Los Angeles, the 
theme being “Professionalizing Life In- 
surance Underwriting.” Among distin- 
guished guests were the presidents of 
the University of Southern California, 
University of California, bar association, 
Southern California Medical & Dental 
Association, and the Certified Accoun- 
tants. Dr. R. B. Von KleinSmid, presi- 
dent University of Southern California, 
spoke on “Professionalizing a Calling”, 
Rabbi M. H. Dubin of Temple B’Nai 
B’Rith, on “Is There Any Place for 
Ideals in the Modern World?”; and Dr. 
G. B. Van Arsdall, Equitable of New 
York, on “Yesterday, Today and To- 
morrow.” 

Louisville held a joint luncheon, A. J. 
Koeppe, assistant actuary of Union Cen- 
tral Life, speaking. Milwaukee cele- 
brated in conjunction with a sales con- 
gress recently, three C. L. U.’s being 
featured. 

Nashville’s chapter met with the Nash- 
ville association, A. W. Litz being in 
charge of arrangements. 


New York Has Big Rally 


The New York meeting was a formal 
banquet, directors of the American Col- 
lege living in the vicinity, officers of 
life companies, and representatives of lo- 
cal colleges and universities attending 
as well as agents. Four directors of the 
American College, J. S. Myrick, H. E. 
North, T. M. Riehle and Oliver Thur- 
man, spoke. E. H. P. James, director 
of promotion National Broadcasting 
Company, also was on the program. 

A dinner was held in Peoria, Ill, R. L. 
Davis, past president, Chicago associa- 
tion and assistant director of insurance 
of Illinois, being the speaker on “Look- 
ing Ahead with the C. L. U.” J. H. 
Roth, chapter president, presided. Phil- 
adelphia C. L. U. held a luncheon at 
which Dr. S. S. Huebner, president 
American College, discussed “The 
American College in the Next Decade.” 
P. B. Banks is head of the Philadel- 
phia chapter and Miss Alice E. Roche, 
publicity chairman. Pittsburgh’s special 
meeting is scheduled for April 1. R. M. 
Stevenson is program chairman. Provi- 
dence, R. I. held a joint luncheon, C. WV. 
Wyatt, Boston, being the speaker. At 
Rochester, N. Y., a joint meeting was 
held. St. Louis has also held a joint 
meeting recently, R. E. Flint, C. L. U. 
president, presiding. William King, St. 
Louis C. L. U., spoke. The evening of 
March 22, a special meeting of the chap- 
ter was held. , 

At Seattle, Wash., a joint meeting was 
held. Shreveport, La., also held a joint 
gathering, At ‘Springfield, Mass., a 
luncheon was held, B. S. Collins, assist- 
ant vice-president Old Colony Trust 
Company, Boston, being the principal 
speaker. A feature was organization 
of Springfield C. L. U.’s in a local 
chapter. In Denver, Arthur Baldwin, 
president Certified Public Accountants, 
spoke on “Amateur or Professional?” 

Tulsa, Okla., celebrated at a special 
dinner, among guests being presidents 
of the Tulsa Clearing House, Bar Asso- 





ciation, American Institute of Account. 77 
ing of Tulsa University, Medical Asso. © 


ciation, American Institute of Banking, 





March 


underwriters association and other civic © 


organizations. At Washington 
chapter held a dinner meeting, Dr, 
David McCahan, dean American Col. 
lege, speaking on “Life Underwriting in 
an Era of Rapid Economic Change.” 
There were short talks by a banker, law- 
yer, and C. P.A. 

Wichita, Kans., observed the day at 
a special meeting, Clayton Mammel, 
president, presiding. 

C. L. U. men and women in Newark, 
San Diego and New Haven did not ar. 
range for special meetings of their own, 
but joined with C. L. U. chapters in 
nearby cities in a celebration. Special 
meetings were held in San Francisco 
and Lincoln, Neb. 





EVENT IN CHICAGO 











Grant L. Hill, director of agencies 
Northwestern Mutual Life and a college 
director, was principal speaker in the 
joint meeting of the Chicago chapter 
and association. A. J. Johannsen, pres- 
ident national chapter, was toasimaster, 
Mr. Hill cited figures to show how C. 
L. U. studies help life men. He said 
in his company the 5 percent of agents 
who are C. L. U.’s, paid for 9.78 percent 
of total business. Also, 25 percent of 
the first 40 leaders have the degree. He 
said the Equitable of New York and 
other companies have equally impres- 
sive figures. The New York chapter 
survey showed in 1935 producers who 
took C. L. U. courses had average in- 
come $6,700, while the C. L. U. men in 
managerial posts had $8,500. ihe 

The most important advantage is it 
gives the producer sufficient education 
and confidence to approach substantial 
buyers, thus increasing business quality 
and quantity. He urged those planning 
to study not to put it off as it 1s essen- 
tial they find time to do it, due to the 
tendency to demand college men in the 
business. He warned that possession of 
the degree “puts the agent on the spot,” 
driving him to merit and maintain his 
prestige. A better job must be done, 
since it is expected by public, company 
and general agent. 


Lauds Trade Press 


Mr. Hill paid high tribute to the in- 
surance trade press. He said insurance 
papers have been the largest contribu- 
tors to date in pushing the C. L. U. 
movement. . 

Among other speakers were Howard 
Berolzheimer, faculty member North- 
western University, and C. H. Hen- 
rikson, assistant dean, school of busi- 
ness, University of Chicago, who dis- 
cussed the university’s part in profes- 
sionalizing life insurance. Mr. Berolz- 
heimer stressed that life men must be 
ready to meet attacks on the business. 
He said books such as “Life Insurance, 
a Legalized Racket” should be: intelli- 
gently criticised so the producer can an- 
swer any propaganda he may encounter. 

Others who spoke briefly or who were 
introduced were A. C. Resek, Illinois 
insurance department; E. M. Schwemm, 
Great-West Life, vice-president Chicago 
chapter; Frederick Bruchholz, president 
Chicago association and director C. L. 
U.; L. M. Buckley, president Chicago 
chapter; J. E. Pasek, Y. M. C. A. Cen- 
tral college dean; Helen M. Thomas, 
secretary-treasurer Chicago chapter; G. 
S. Brown, Penn Mutual, past president 
National chapter; B. H. Groves, presi- 
dent Life Supervisors Club, and S. H. 
Nerlove, University of Chicago faculty. 
Telegrams and letters were read from 
the Boston chapter, Insurance Director 
Palmer, Assistant Director Davis and 
T. M. Riehle, Equitable Life of New 
York, New York.president National As- 
sociation of Life Underwriters. Chi- 
cago’s was the first chapter organized 
in this country. Whitcomb, 
agency supervisor Bokum & Dingle 
agency Massachusetts Mutual Life, was 
awarded his diploma. 
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B. C. THURMAN 





B. C. Thurman, who several years 
ago was associated with the Mutual 
Benefit Life as a member of its agency 
department and later as Baltimore 
agency supervisor, has returned to the 
company as field service manager. Prior 
to his new appointment Mr. Thurman 
was manager for the Guardian Life at 
Cincinnati He becomes the fourth 
member of the new field service staff 
organized by Agency Superintendent H. 
G. Kenagy last August. Other members 
are Fern D. Haselton, C. J. Travis and 
W. H. Gaither. 

Upon leaving school in 1915, B. C. 
_. Thurman began his life insurance career 
' as cashier of the Cleveland agency of 
the Phoenix Mutual. Following war 
service he returned to life insurance and 
to Cleveland where he became assistant 
manager for the Missouri State Life. 
Three years later he was named man- 
ager for Iowa with headquarters at Des 
Moines where he remained until Jan- 
uary, 1928, when he went to Baltimore 
for the same company. ‘That year he 
resigned to go to the home office of 
the Mutual Benefit where he spent sev- 
eral months in field service work before 
going to Baltimore as supervisor of the 
Mutual Benefit’s agency there. In 1931 
he was offered and accepted a manager- 
' ship for the Guardian Life at Baltimore 
_ and continued with that company when 
he went to Cincinnati in 1935. 
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New York’s Topnotchers 
at Connecticut Congress 
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(CONTINUED FROM PAGE 1) 


surance with a prospect. His business 
is not life insurance but what life in- 
surance will do for him. Life insurance 
is not his business, it’s your business.” 

In introducing Herster Barres, North- 
western Mutual, New York, the chair- 
man explained that R. U. Redpath of 
the same agency, originally scheduled, 
_ Was unable to speak because of an ap- 
| pendicitis operation and expressed his 
hope and that of the congress that Mr. 
Redpath would soon recover. After Mr. 


rica . 
is MN BARR oes Bed AS ine Ve: 





Barres’ speech the chairman introduced 
Mrs. Barres to the congress. She was 
given an enthusiastic reception. 

ther speakers were A. V. Young- 


if man, Mutual Benefit Life, “How to 


Handle People,” and ‘W. J. Blackwell, 
enn Mutual, “Package Selling.” 
Professors Borden and Busse of New 

York University, in person, presented 

their dramatic skit, “Making a Sales 
resentation Stay Presented.” 


Scranton, Pa., Separate Agency 
, he New England Mutual Life’s 
Philadelphia district office at Scranton, 
fa., will become an independent gen- 





eral agency under W. B. Wagner of 
Scranton as general agent. Offices of the 
agency, now in the Brooks building, will 
be moved to the Scranton Lackawanna 
Trust building. 

Mr. Wagner is a native of Scranton 
and after a business career of 10 years 
entered the field in 1932 and became the 
New England Mutual representative in 
Scranton. 


Advice Given Policyholders 


Pittsburgh Association Sponsors Meet- 
ing at Which R. B. Hull and 
Paul Speicher Speak 








The hill of prosperity makes a won- 
derful tobaggan slide, and the uphill 
climb back to the top is steep and diffi- 
cult. That is the lesson of the past seven 
years in Ang@rica, R. B. Hull, managing 
director National Association of Life 
Underwriters, told a group at a policy- 
holders’ meeting sponsored by the Pitts- 
burgh Life Underwriters Association. 

Speaking on “Life Insurance, the 
Backlog of American Thrift,” Mr. Hull 
called attention of the 2,500 audience to 
what life insurance is going to mean to 
the financial and economic life of Amer- 
ica in the immediate future in protec- 
tion of the real security of the nation. 


Easy Way Is Bad 


“T hope there are not many in this 
audience who are going to find it as 
easy to go back up the hill as it was to 
slide down,” he said. ‘Because I have 
a very well-developed theory that a se- 
curity easily acquired is one which is 
even more easily lost. This may not be 
a popular philosophy, but to my mind 
it’s the American way of tackling this 
job of providing economic security for 
the future—through savings and through 
sacrifices—building a backlog of thrift.” 


Absorb Next Depression 


The 65 million owners of life insur- 
ance in this country, with their 25 bil- 
lions of dollars of accumulated reserves, 
constitute the backlog of American 
thrift,” he asserted. “It is only through 
a still further extension of that back- 
log, through greater development of the 
instinct to save and make sacrifices, that 
a lasting financial security is to be 
achieved by and for our citizens. It is 
a security which will supply the cushion 
to absorb the shock of the next reces- 
sion, following the next peak of pros- 
perity. 

“The only way for this nation to build 
a solid economic position against the 
next depression is through individual 
provision for the future. Into this sit- 
uation the institution of life insurance 
steps as if it had been conceived solely 
for that purpose. It applies to human 
life-values the same scientific treatment 
that we have for so many years been 
applying to the organization and man- 
agement of property, establishing of re- 
serves ‘against depreciation of and dan- 
ger to our tangibles. It has become part 
and parcel of our whole economic think- 
ing. Billions of our people are beginning 
to see that unless the same reserves are 
set up against the character and ability 
of individuals, mere stabilization of the 
conditions of their work, or even the 
monetary terms of their employment, 
will fail miserably when the next crisis 
comes. 


Anchor Sought by People 


The greatest tyranny is the tyranny 
of the destruction of the human life 
value by death or old age, Paul Speicher, 
R. & R. Service, said. A bewildered, 
desperate world is frantically seeking 
something solid to anchor to, he de- 
clared. Helplessly in a shattered eco- 
nomic and social civilization, in which 
values have shifted bases and nothing 
seems certain, where is a man to find 
security and set up an adeqaute termi- 
nal investment? The speaker pointed 
out to those who bought and sold life 
insurance, its value as the ideal terminal 
investment. 








LEGISLATIVE 
e DIGEST e 


Minnesota—Action on two bills of 
major importance to life companies is 
expected. One is on taxing of life in- 
surance proceeds and the other limits 
policy loan interest to 4% percent. 

Following a lively hearing on the in- 
heritance tax bill the house committee 
again took the measure under advise- 
ment with instructions to report on it 
within a week. There was vigorous 
and effective opposition from policyhold- 
ers and agents. 

Ohio—A savings banks life insur- 
ance bill modeled after the Massachu- 
setts law is scheduled for a hearing this 
week. 

Missouri—The senate insurance com- 
mittee has approved a bill restricting 
securities in which life insurance com- 
panies may invest. The bill has already 
passed the house. 

Illinois—Senate bill 237 creates an 
insurance commission of five persons 
to have general supervision of all com- 
panies. 

Iowa—Senate passed insurance com- 











mittee bill requiring that securities de- 
posited with the lowa department must 
‘be worth 1% times their loan value; 
also extending investment scope of in- 
surance companies to HOLC, FHA, 
state and municipal and public utility 
securities, not heretofore permitted. 


Nebraska—The insurance committee 
has approved a bill backed by the state 
insurance department giving it power to 
take over any domestic insurance com- 
pany that is insolvent or is threatened 
with insolvency and sets up a method 
of procedure for handling the trust. * * * 
The insurance committee has recom- 
mended indefinite postponement of a bill 
requiring foreign companies to maintain 
a deposit of cash or securities with the 
insurance department equal to their 
statutory liability to Nebraska policy- 
holders, and also to either put up securi- 
ties representing 30 percent of Nebraska 
reserves in Nebraska securities or pay 
an additional 2 percent premium tax. 
Retaliatory action harmful to Nebraska 
life companies was feared. * * * The 
insurance committee has recommended 
for indefinite postponement a bill limit- 
ing salaries of officers of mutual com- 
panies to $5,000 a year, unless two- 
thirds of members, voting in person or 
by proxy, authorize a larger sum, such 
salary to be fixed anew each year. 
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Highlights 
of 


Progress 


ONTINUING to make steady progress in 1937, 
The State Life Insurance Company has closed 








another successful year of dependable service to 
policyholders and beneficiaries . . . Among the 
highlights of the Company’s record of service and 
progress in 1936 are these: payments to policy- 
holders and beneficiaries $5,295,000—bringing the 
total of such payments to $111,486,000 . . . Favor- 
able and commendatory report of the recent Con- 
vention Examination of the Company by Cali- 
fornia, Texas, Oklahoma, Indiana . . . Income more 
than a million dollars over disbursements . . . 
Over one million dollars of real estate sold at a 
profit .. . New paidfor business increased nearly 
3.5% over 1935... The State Life offers attractive 
agency opportunities to those qualified. 
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Life Insurance Investments 


VICE-PRESIDENT GrorGE S. VAN SCHAICK 
of the NEw York Lire and formerly New 
York insurance superintendent, in his 
address before the New York City sales 
congress, cautioned legislators and in- 
surance men against opening the invest- 
ment privjleges of life companies be- 
yond the bounds of safety. Mr. Van 
ScHAICK is in a position to speak with 
a degree of real authority owing to his 
experience as a purchaser of insurance, 
eminent attorney, state superintendent 
and then a company official. 

Mr. Van Scwaicxk sees danger in al- 
teration of laws that have been success- 
ful in safeguarding fiduciary funds. He 
contends that the opening of the door, 
even in a rather limited way, might be 
the precursor of a further opening. He 
did not criticise the recommendation of 
Superintendent Pinx, his immediate 
successor in New York, who advo- 
cates an increase in the types of secur- 
ity which life companies might purchase. 
Mr. Van Schaick simply sounded a note 
of warning and wanted those sponsoring 
these amendments to think through to 
the ultimate. 

It is conceded that the investment 
laws in some of the states need modern- 
izing. Life companies undoubtedly are 
hampered by statutes in some common- 
wealths because the scope is too limited. 
It is always dangerous to cling too 
closely to precedent, custom and the 
good old days and the good old ways. 


We should acknowledge the changing 
times and altered conditions. Nothing 
whatever should be done that would 
in any way weaken the life insurance 
structure. True, it came through the 
depression in magnificent shape. The 
legal reserve failures, and they were few, 
were due to exploitation and managerial 
incompetency, folly or selfishness. 

Perhaps it can be said that one of the 
main weaknesses brought out during 
the depression was lack of diversification 
in investments. Companies that ran to 
one special line which was particularly 
affected, found themselves in trouble. 
Furthermore we need diversification not 
merely as to classes but as to holdings 
within classes themselves. There has 
been too great a tendency to loan on 
immense projects and to accept too large 
an amount on these particular offerings. 
The jumbo policy in underwriting, loan- 
ing and, in fact in all departments of 
company operation certainly proved to 
be not only ineffective but dangerous. 

There are some states that are thor- 
oughly modern in their life insurance 
investment laws. Some are too hide 
bound and some may be inclined to go 
too far. There are certain classes of 
investments not open to life companies 
in some states that might well be con- 
sidered and at the same time there 
should be a review of the investment 
policies of the past to discover what pit- 
falls to avoid. 


Work of the Commissioners 


THE insurance commissioners are do- 
ing a splendid piece of work. Unfortu- 
nately there are limitations to the use- 
fulness of a state official who occupies 
so prominent and responsible a position. 
The office is a political one, Colorado 
being the only state that has a civil 
service statute covering the insurance 
commissioner. The commissioner, there- 
fore, is subject to the political weather 
vane and just at the time when he 
reaches his greatest usefulness, political 
exigencies force him out of office. There- 
fore the tenure of his position is un- 
certain. 

Again, the salary is entirely inade- 
quate for the responsibility that rests 
upon the official, the character of a man 
required and his capacity as a construc- 
tive and impartial force. He has prob- 
lems of a momentous nature before him. 
He must see to it that his public is 
amply protected and yet he must defend 
insurance carriers and agents from un- 
just attacks. The appropriation for his 


office does not enable him at times to 
make those investigations which will 
enable him to reach a definite and cor- 
rect conclusion as to reliability and 
often solvency. The insurance compa- 
nies pay to the general revenue of a 
state large sums in comparison to the 
percentage allotted for the maintenance 
of the insurance department. Therefore 
the policyholders themselves suffer be- 
cause of the penuriousness of the legis- 
lature which desires this revenue to go 
to other activities. 

In spite of the handicaps, the insur- 
ance commissioners are pursuing their 
course in a very efficient way. There are 
men holding office that have evidenced 
signal ability in this particular line. It 
is impractical seemingly for a state to 
make the position of insurance commis- 
sioner superior to other bureaus in 
point of salary attraction. Nor would 
the appropriation for a much larger 
amount for its maintenance meet with 
approval even though it seriously han- 





dicaps a commissioner in getting the 
right kind of lieutenants, especially de- 
partment heads and examiners. 
Commissioner E. A. SMITH, Jr. of 
Utah is not seeking reappointment and, 
in fact, is declining to serve longer. It 
is unfortunate that a man of his caliber 
and attainments cannot be retained in 
office. He is a commissioner who has 


made a most excellent record, has givep 
a good account of himself all along the 
line, has been eminently fair to all sides 
and has the mental equipment and tem. 
perament that particularly fits him for 
a position of this-character. The super. 
vising officials will lose one of their 
most capable members on his leaving 
office. 








PERSONAL SIDE OF BUSINESS 





J. T. Bruton, 48, Cuba manager Pan- 
American Life, died at Miami Beach, 
Fla., following an emergency operation. 


Provident Life & Accident, the Vol- 
unteer State Life and the Inter-State 
Life & Accident are all represented in 
the newly formed Chattanooga, Tenn., 
chapter of American Business Clubs. 
The Provident is represented on the 
official staff by W. H. Delaney, Jr., as 
president; Albert L. Hodge, vice-presi- 
dent, and Bart Leiper, board of gov- 
ernors. Hobson Mansfield, Volunteer, 
and Floyd Delaney, Inter-State, are 
also on the board. | 

Col. C. B. Robbins, manager of the 
American Life Convention at Chicago, 
is spending a few weeks at Hot Springs, 
Ark. He has been leading a strenuous 
life recently, especially due to confer- 
ences at Washington, D. C., and felt it 
necessary to take a rest to conserve his 
strength. 

C. H. Clarke, 65, founder and first 
president of the Stamford, Conn., Life 
Underwriters Association, died at his 
home there after a long illness. 


McKay Reed, Louisville, general 
agent of the John Hancock Mutual Life, 
has been elected chairman of the Louis- 
ville bridge commission. He was for- 
merly Kentucky insurance commis- 
sioner, retiring in 1935. 

Maurice A. Hyde, vice-president and 
secretary of the Security Mutual Life of 
Nebraska, has been nominated as a vice- 
president of the trustees’ section of the 
American Library Association. Mr. 
Hyde has served for six years as a 
member of the Lincoln city library 
board, being chairman of the building 
committee and a member of the execu- 
tive committee. 


Honoring the birthday of President : 


A. H. Hoffman, agents of the Yeomen 
Mutual Life turned in a one-day volume 
of $339,000 in new business. This was 
an 18 per cent gain for the day com- 
pared with last year’s production. Thus 
far in 1937 the company is more than 
50 per cent ahead of the corresponding 
period in 1936 in production. 

A. O. Swink, former president of the 
Atlantic Life, who has resumed charge 


of the Atlantic agency of that company 


in Richmond, Va., was honored by the 
staff of the agency which wrote appli- 
cations totaling nearly $500,000 in a 
special “home coming” drive. The 
agency offices in the Mutual building are 
being remodeled and enlarged. A group 
of Richmond general agents and man- 
agers tendered Mr. Swink a luncheon, 
N. D. Sills, manager Sun Life of Can: 


ada, and former president National As. 
sociation of Life Underwriters; S. B 
Love, retired manager Mutual Life of 
New York, Richmond, and others wel. 
comed Mr. Swink back into the selling 
field. For 20 years before becoming 
Atlantic Life head Mr. Swink averaged 
more than a million a year personal pro- 
duction while heading the Atlantic 
agency. 

A novel “prescription shower” from 
the field made the recent March birth. 
day anniversary of Dr. Charles R 
Henry a memorable one for the medical 
director of the Provident Life & Acci- 
dent. Upward of $500,000 in new busi- 
ness for the week resulted, all applica- 
tions being accompanied by “prescrip. 
tion blanks” signed by the agent and 
made out in general form of the physi- 
cian’s prescription, but of decidedly dif- 
ferent wording. The components: 

1 or more applications 

1 oz. or so inspection reports 

2 oz. or less underwriting ; 

6 oz. or more issuing instructions 

Do not shake too hard before taking 

A prescription honoring you upon 

your birthday. 


George Willard Smith, president New 
England Mutual, and Mrs. Smith are 


temala. 

Mayor D. J. Wilson of Hutchinson, 
Kans., successful producer for the Equit- 
candidacy for reelection. In addition 
to his duties as mayor. 


business. 
ducer of the 


preceptory of the Legion of Honor 2 
the annual banquet. He has long been 
active in the legion and the Order ot 
DeMolay in San Francisco. 


D. H. Knoop, general agent Occider- 
tal Life of California in Los Angeles. 
has returned to his office fully recovered 
from a severe illness. Nov. 1 he cele 
brated a quarter century with the Occ 
dental, in that period paying for 3,64 
life policies totaling $7,654,000, an av- 
erage of over $306,000 a year. 


and health business. 


—_— 


luncheon on completion of 30 years with 


the company there. 
Holman, Luther Armstrong and 
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enjoying a three weeks’ cruise to Gua- | 


able of New York, has announced his 7 


Mr. Wilson is 4 
reported to have written $135,000 life 
business in 1936, his second year in the | 


E. H. Robinson, leading personal pro- | 
C. Whatley agency [7 
Aetna Life, San Francisco, was elected | 7 
vice-dean of the northern California f 





He also 
writes a substantial volume of accident : 
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anager avid 
Christian and Adjuster A. C. Welsh of 7 
the San Francisco branch office attended 
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the next 20 years, at least. 
Wouldn’t you like to know how he 
became a complete father by mak- 
ing sure that his family never 
will have less than $100 
every month for the next 
20 years...how, in effect, 


He's « reat Dab, this fellow. His 
pride in the new baby knows no 
bounds. He foresees a hefty 
“right” in every spasmodic wave 
of that pudgy little arm. 

He’s ready to nominate 

him for a future “All- 
America” at every lusty 

kick of a tiny plump leg. 

Yes, he’s a doting dad 
all right, today. But how 
about tomorrow? 

For his job as a father 
shouldn't stop with A 
pride and needs of the moment. 
He owes this tiny bit of human- 
ity his care and support through 


BanKERS LirE COMPANY 
4 MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY, 
Established 1879, 
DES MOINES 


he made this Company a 
financial-foster-father to his 
son...how he made sure of a 
stold Retirement Income for him- 
«= self,all withthe same dollars, 
Double Duty Dol- 
lars? We'd like to send 
this free plan to you, 
with no obligation. 
Just mail coupon. 


; FREE —spare KEY” PLAN FOR FATHERS 


Bankers Lire Company, Des Moines, Iowa 

ve.) Please send me your Story of a Complete Father. 
| Name, 

\ | Address 

i City. 











This advertisement appeared in half-page space in 
the Saturday Evening Post of January 3oth and 
Collier’s of February 20th. 

















and Gerald Whitaker, assistant manager 
in charge of the Oakland office, was 
toastmaster. Other “veterans” pre- 
sented at the meeting were H. L. 
Dewey, with the Travelers 31 years, 
and A. H. Bean, 26 years, both of San 
Francisco. Other veterans at the lunch- 
eon were S. B. Wright, Clarence Mar- 
tenstein, Walter Rugg and A. H. Trath- 
am, with an average of 31 years’ service. 


C. Waldo Lovejoy of Rumford, Me., 
who has been appointed insurance com- 
missioner of his state, is receiving many 
congratulations from his insurance 
friends. He is head of the Rumford 
Falls Insurance Agency and is secretary 
of the Maine Association of Insurance 
Agents, having served since 1927. He 
has been a member of the New England 
advisory board for a like period. He is 
a native of Rumford, attended Dart- 
mouth College and Bowdoin, graduat- 
ing from the latter with the class of 
1920. He is a director of the Maine 
Casualty and an officer of the Rumford 
Federal Savings & Loan Association. 


Frank A. Knapp of Bellevue, C., vice- 
president of Ohio State Life, and Miss 
Ruby E. Dayton were married in St. 
Petersburgh, Fla. 


Chares A. McCloud 77, of York, Neb., 
for years director of the Security Mu- 
tual Life of Nebraska, and business as- 





sociate of E. B. Stephenson, chairman 
of the board, died of a paralytic stroke. 


J. W. Kinsinger, general counsel for 
the Midwest Life of Nebraska, has filed 
as a candidate for the Lincoln, Neb. 
city council which will operate the city 
on the manager plan. 


W. P. Kirley, 71, for 22 years auditor 
of the now defunct Inter-Southern Life, 
died at his home in Louisville. 


R. E. Michaels of the life department 
of the Provident Life & Accident is 
made conservation manager. He has 
had considerable experience in this 
work. 


Grant L. Hill, director of agencies, 
Northwestern Mutual Life, recovered 
from an attack of influenza in time to 


‘address the Chicago C. L. U. chapter 


and the Chicago Association of Life 
Underwriters on the 10th anniversary of 
the movement. 


Commissioner DeCelles of Massa- 
chusetts suffered an attack of appendi- 
citis on Sunday evening and was rushed 
to the Cambridge hospital where he was 
operated on late Sunday night. The 
commissioner was on his way to North- 


,ampton to address the Northampton 


council of the Knights of Columbus. 
His condition is reported as favorable. 








NEWS OF THE COMPANIES 





National Life U. S. A. Fund 


Hercules Life of Chicago Gives State- 
ment Showing Condition of the 
Account as of Dec. 31 


The Hercules Life of Chicago gives 
its report including’ the National Life, 
Lae A., fund, which it took over. The 
total assets are $33,365,614, of which 
$32,171,060 constitute the National Life 
fund. Of the National Life fund, $490,- 
895 is cash, $3,614,065 federal bonds, 
$2,860,941 other bonds, $3,514,504 stocks, 
$5,010,841 mortgage loans, $6,624,007 
real estate, $2,251,221 assets due from 
receiver. The capital of the Hercules 
is $500,000 and the net surplus $495,445. 
The insurance in force is $133,981,138, 
which includes the new insurance as 
well as the National Life business. 


Cash Renewals Cited 


In 1936, 90.45 of the insurance re- 
newed was paid for in cash. The rate 
of termination, exclusive of deaths and 
maturities was 5.25. The National Life 
premium income was $2,834,311. 

President Carl L. Odell states that 
the new business in force of the Her- 
cules was doubled in 1936 and it is 
steadily extending its service to get new 
business. At the end of 1935 a contin- 
gent reserve of $562,000 was set up. 

As a safety provision against future 
fluctuation in asset values it has a sur- 
plus in the fund of $1,280,000. 

A reduction in outstanding liens on 
National Life policies of 10 per cent 
was made as of Jan. 1, a year ago. A 
surplus of $2,348,000 was shown as of 
Dec. 31, 1936, and therefore a further 
reduction of 20 per cent in the amount of 
liens is now made. During the year 
National Life policy loans decreased 
from $7,355,155 to $7,074,901. 


Increases Are Made 


The Hercules Life doubled its own 
insurance in force last year, increased its 
field personnel 50 percent, renewed 94.75 
percent of the insurance in the National 
Life fund, received 90.45 percent of 
premium payments in cash. 

The Allstate Fire and the Allstate In- 
surance Company allied with the Her- 
cules increased their income by 32 per- 
cent and doubled the field force. The 
Allstate assets exceed $3,000,000. It is 
announced that 90 percent of the added 
field representatives of all the cor:panies 
have not been connected with any other 
insurance institution. 





Commissioner Yetka on Coast 


Minnesota Official Has Been Looking 
Into the Setup of the Pacific 
Mutual Life 


LOS ANGELES, March 25.— Com- 
missioner Yetka of Minnesota and his 
examiners have been delving into the 
Pacific Mutual Life, inasmuch as he so 
far has not seen fit to authorize the 
company. In an interview he Stated 
that the Pacific Mutual officials had 
given him wholehearted cooperation and 
had not held back any information 
which he sought. Mr. Yetka said he is 
attempting to clarify the situation. So 
far as he can see he finds the rehabilita- 
tion is working out satisfactorily. He 
did say that he favored the organization 
of a separate corporation to take over 
the non-cancellable disability business 
but time alone will tell the results. He 
said that he had an open mind on the 
whole situation and was not adverse to 
admitting the company when he was 
convinced that all probems could be 
solved. He stated that he is awaiting 
disposition of the appeal to the supreme 
court as one of the matters to be cleared 
up before taking up definite action on 
issuing a license. 


Cosmopolitan Old Line Is 
Conserved Pending Appeal 


LINCOLN, NEB., March 25.—By 
agreement with the department, Bern- 
ard Gradwohl, attorney who represented 
thrift certificate holders suit against the 
Cosmopolitan Old Line Life, will be 
paid $10,000 fee out of the endowment 
fund instead of $12,000 as allowed by 
court. 

R. G. Simmons, company attorney, 
asked district court to deny application 


‘of certificate holders to have the com- 


pany turned back from the department 
so that they may reorganize it. Mr. 
Simmons said the company was not 
taken over because it was insolvent, but 
because of $191,300 judgment obtained 
against it and its president, Jack Mat- 
thews, which temporarily created con- 
ditions hazardous to its operation. He 
said that although liability 3was extin- 
guished by transfer of funds, until Mr. 
Matthews’ appeal to the supreme court 
has been passed on the company’s finan- 
cial standing cannot be known. He said 
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Founded in Saint 
Louis and grown up 
with it, the Saint Louis 
Mutual Life Insurance 
Company reflects the 
solidity and conserva- 
tism which have long 
characterized that 


great city. 


From 1857 to 1937 
the Saint Louis Mu- 
tual has stood 
staunchly by its creed 
of fair dealing, intelli- 
gent management 
and close cooperation 
The 
result, more precious 


with its agents. 


than the attainment 
of great size, has been 
an enviable record 
and an assured fu- 


ture. : 


There is a better 
future in a company 
with a good past. 
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During 1936, the Pilot Life, under 
_ , President Green's effective leadership, 
attained a new all time high in insur- 
ance in force, assets, annual sales 
volume, and gain of insurance in force. 


As a testimonial of appreciation of 
his inspired and inspiring leadership, 
Pilot Life representatives have re- 
solved to produce in March — his 
birthmonth — an outstanding volume 
of business in his honor. 


~~ Tr. 


PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 

















* A typical ex- 
perience record 
which illustrates 


F GOLDEN RULE 
joLohs am del = MMe zo) (ol -Se! : CONTRACT 
Sa00(- Wm Oxo bol a deden am ee 

boosts an agent's 

earnings ina 

given territory. 





‘SPOTLIGHT 
The Future 


A territory takes on a new “glow” in light 
of the “Golden Rule Contract.” Limits on fu- 
ture earnings are removed, as this man’s record 

shows. His home is a rural town of 528 population. 
Through the unique “Golden Rule Contract” his or- 
ganization has spread through several counties and last 

year paid him in bonuses a total of $1,878 and earned 
future renewals for him on $717,000 of business. The agents 
he brought to his company who hold exactly the same kind 
of a contract earned bonuses for themselves, totaling $2,161 
in addition to their regular commissions. 

















*Name furnished to those interested in this contract. 
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Matthews and all other officers relin- 
quished control for the time being, and 


| the department was fully conserving pol- 


icyholders interests. 


Will Add to Its Building 


The Connecticut General announces 
that it will build a six-story addition to 
one of the wings of its main building. It 
will provide 12,000 square feet of addi- 
tional office space and room for the in- 
stallation of a larger vault out of reach 
of any future flood. The old vault was 
submerged by the flood a year ago. 

The company will close its home of- 
fice Saturdays from July 3 through 
Sept. 4, thus expanding its Saturday 
holiday program. 


Offers to Settle Claim 


KANSAS CITY, March. 25—The 
Farmers National Life, through William 
B. McConnell, president and general 
counsel, has offered to settle its $213,000 
claim against the Federal Reserve Life 
(reinsured by Occidental Life) for $10,- 
000 cash. William R. Baker, receiver 
for the Federal Reserve, has recom- 
mended that the offer be accepted. 

When the Federal Reserve went into 
receivership the Farmers National filed 
the claim under the terms of a parti- 
cipating certificate whereby it was to 
receive from the Federal Reserve $25 
per $1,000 on tHe total the Federal re- 











insured or approximately $1,000,000, 
The Federal Reserve paid over $30,00) 
under the certificate and prior to receiy. 
ership, while it had discontinued actu. 
ally paying, it had credited the Farm. 
ers National on its books. Mr. Baker 
recommended that the claim be disap. 


proved in its entirety, and Federal Judge J 


Pollock (now dead) upheld the recom. 
mendation. 
jected, and Judge Pollock appointed J, 
H. Brady special master to take testi. 
mony relating to the claim. 


Canadian Company Expands 


The National Mutual Benefit Associa. 
tion of Montreal is opening agencies in 
various cities and aims to get about 20 
agents in each branch. It is making ar. 
rangements to start in Toronto. J. H, 
Lafontaine is general director and man- 
ager. It issues one policy known as a 
whole family benefit certificate. Under 
this plan all members are insured under 
one blanket certificate and all pay alike, 
50 cents a week per family. 








Life Company Notes 


The Palmetto State Life has declared 
a 40 cent dividend. 

Ss, H, L n, president of the Canadian 
Bank of Commerce, has _ been named a 
director of the Imperial Life Assurance. 

J, M. Kemper of Washington, D. C, 
has been elected a director of the 
Shenandoah Life. With his election, the 
directorate is increased to 20. 











LIFE SALES MEETINGS 





Republic National Meeting 





Agency Convention at Dallas Was Fea- 
tured by Some Outstanding Talent 
from Other Companies 





The agency convention of the Repub- 
lic National Life of Dallas was held at 
the home office, attended by more than 
50 salesmen. President T. P. Beasley 
announced a five-year development pro- 
gram, which is guaranteed to bring the 
insurance in force to $100,000,000. It 
plans to show a $10,000,000 increase this 
year. It has now $18,000,000 of insur- 
ance in force with a premium income of 
$700,000 and assets in excess of $1,389,- 
000. Its capital and surplus are now 
above $250,000. 


Ricks Strong a Speaker 


Ricks Strong of Dallas, general agent 
of the General American Life, president 
Texas Life Underwriters Association, 
addressed one of the sessions. He 
brought out the importance of social se- 
curity and demonstrated the adaptability 
of life insurance to serve all social needs. 

Dr. Verne Steward of Los Angeles 
gave four lectures on “Personality 
Traits in Life Insurance Selling,” “De- 
veloping Successful Work Habits in 
Life Underwriting,” “Selection of 
Agents,” and “Self-Improvement and 
Self-Analysis for Salesmen.” He is the 
author of a number of works on selec- 
tion of salesmen. He emphasized the 
necessity of a more careful selection of 
agents at the source. 


Address by Frank M, See 


A high point in the convention was 
reached in the appearance of Frank M. 
See of St. Louis, general agent New 
England Mutual. He gave five talks, 
they being “Steps in Life Insurance 
Selling,” “How to Answer Objections,” 
“The Ten Commandments,” “Questions 
and Answers,” and “Building a Winning 
Personality.” 

The Republic National officers who 
gave addresses were President Beasley, 
Vice-president T. H. Galbraith, who is 
in charge of the office; Secretary C. E, 
Hasting, Vice-president O. L. Burger, 
in charge of investment; Medical Direc- 
tor Donald Kilgore and Director of 
Agencies O. R. McAtee. 

A hundred thousand dollar club was 
launched and various agency awards 
were presented. A testimonial from the 
field was presented to President Beas- 





ley by J. V. Hoover, supervisor at Ok- 
lahoma City. It was in the nature of 
an engraved statement expressing the 
high regard of the agency force for the 
head of the company. 

There were a number of outside speak- 
ers present from Dallas including Mayor 
Sergeant. Among those who spoke were 
as follows: 

C. C. Hudgens and A. J. Nixon on 
“Prospecting”; J. V. Hoover and J. A. 
Leddon on “Selling to Women”; J. E. 
Thomas on “Settlement Options”; J. T. 


Eubanks and O. C. Rogers on “Answer- 


Williams on 
and Ben F. 


ing Objections”; C. D. 
“Motivating Prospects”; 


Allen and O. R. McAtee on “Closing the | 


Sale.” 


Votaw’s Men Entertaihed 


C. A. Votaw of Scranton, Pa., general 
agent Northwestern Mutual, gave the 
second annual party in the form of a 
dinner. There were two addresses by 
Vincent ‘Talbot and John W. Boyd, 
both of Gooding & Rowley, Northwest- 
ern Mutual at Newark. The rest of the 
evening was occupied by dancing and 
cards. 

Those at the speakers’ table were 
Messrs. ‘Boyd and Talbot, District Agent 
C. L. Albert of Wikes-Barre and Mrs. 
Albert; District Agent Paul S. Sprout 
of Binghamton, N. Y.; former General 
Agent J. D. James and Mrs. James; Dr. 
R. T. Wall and Mrs. Wall; Mr. and Mrs. 
C. A. Votaw. 








Minnesota Mutual Meeting 


KANSAS CITY, March 25—The 
Minnesota Mutual Life will hold a re- 
gional conference for agents and genera 
agents at Topeka, Kan., May 7-8, just 
preceding the Kansas Life Underwrit- 
ers convention. General agents an 
qualifying agents from’ Kansas, Mis- 
souri, Nebraska, Oklahoma and parts of 
Iowa will attend. ; 

J. Cummings, vice-president i 


charge of agencies, will be the princi | 
Approximately 75 are ex- |~ 
pected, O. K. Fearing, general agent | 


pal speaker. 


here, said. 


Holdren at Columbia, S. C. 





COLUMBIA, S. C., March 95.—Floyd 7 
Holdren, from the home office of the 4 


Mutual Benefit Health & Accident and 


United Benefit Life, speaking at a meet- q 
ing here outlined the national sales pro | 


gram and described a number of new 
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100,000, fe 





ger, presided. About 25 attended. In a 
wo weeks’ Sales contest it was an- 
nounced Tom Kennedy, Manning; R. R. 
















| actus Pa salone, Spartanburg, and S. B. Mishoe, 
Farm- Bj ake City, ended in a triple tie. 

Baker 

disap. §) Leaver, Poorman on Tour 

Judge : J. H. Leaver, superintendent of 
com- fF J: > 

al ob. Pagents, and W. F. Poorman, actuary 

ited J (Central Life of Iowa, are starting a 
testi- 


three-week tour of general agencies in 
the northwest. They will attend agency 
regional conferences in several states. 





School for Managers 


A school for Nebraska agency man- 
agers of the Farmers & Bankers J.ife 
was held at Lincoln, Neb., ia charge 
F. B. Jacobshagen of the home office 
and H. W. Milner, division manager. 
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ng &* FE. W. Amos Will Head New Accident 
man. ' and Health Department of Cali- 
lasa & fornia- Western States Life 
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E. W. Amos, who resigned as agency 
ector of the accident and health de- 


; in San Fran- 

cisco, has been ap- 

clared & to take 
: » charge of the newly- 
ne “created accident 
rance, F and health depart- 
- a /ment at the home 


Life at Sacramento. 
During the six 
ars that he was 
with the Massachu- 
—_. F setts Bonding he 
was national leader 
t Ok- “for business production on several occa- 





oy 


E. W. AMOS 


~ sions, ; ; 
y the Mr. Amos has been actively engaged 
r the Fin the insurance business for many 


years, most of which time he has spe- 
‘cialized in accident and health. Born 
>on June 20, 1889, at Revere, W. Va., his 
first insurance experience was as a local 
"agent in his native state, where he en- 
"tered business after completing his aca- 
"demic education. His first business ex- 
‘perience, however, was gained in con- 
struction work, which was but natural 
| in view of his education in an engineer- 
‘ing course. 

nF. ' From 1913 to the opening of the 
g the | © World War, Mr. Amos was a world 
‘traveler and during those years he saw 
J much of this as well as foreign coun- 
tries. The outbreak of the war found 
3a him in Seattle, Wash., where he enlisted 
the 2 the naval air service. 

- He entered insurance brokerage at 











of a : . : 
he 4 San Francisco in 1921, when, with a 
“number of associates, he organized the 
oyd, F : : 
vest. | ‘Associated Insurance Company of Cali- 


‘the | frnia, writing life, accident and health. 
_ He was appointed agency director for 
| the Massachusetts Bonding in 1931, and 
from the beginning his production con- 
_ tinued steadily upward until he was in 
® oe high-ten” bracket of producers in 
- He is president of the San Francisco 
> Accident & Health Managers Club and 
-/4 member of the general committee in 
charge of National Accident & Health 
> Insurance Week for 1937. 
| The accident and health department 
= Will have both a commercial and a 
) monthly premium division featuring a 
) complete line of liberal accident and 
) disability policies, 


Research Committee Announced 
C. C. Fleming, of the Life of Virginia, 














ee" > President Life Advertisers Association, 
> 2nnounces that representatives of eight 

1 se companies and the Life Insurance 

ace bs es Research Bureau will _comprise 
po hones advertising research committee. The 
hee personnel is: Kenneth Miller, of New 
em’ |} Xork, Research Bureau, chairman; W. 


z Plogsterth, Lincoln National; A. H. 
— Equitable Life; J. C. Slattery, 

© vuardian Life; J. M. Blake, Massachu- 

oyd Setts Mutual: N. A. White, Provident 


Mutual; C. W. V 
the | ai; ©. W. Van Beynum, Travelers, 
and ba H. Mathus, Research Bureau. 
eet- | vubilieh result of this research will be 
ro- i ished in booklet form and made 






available to member 
Panies, 





insurance com- 
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DeVries Is Vice-president 





Assistant Vice-president of the Occi- 
dental Life—Advance Leckie to 
Direct Advertising 





Carl L. DeVries has been elected vice- 
“president of Occidental Life of Califor- 
nia, being elevated from assistant vice- 
president, a post he has held for some 
months. A native of Iowa, Mr. DeVries 
graduated from Drake University law 
school in 1924. He entered life insur- 
ance work, principally from the admin- 
istrative end at first and he has been 
in the business ever since. A keen in- 
terest in conservation work soon drew 
him into this field. It was to take over 
direction of Occidental Life’s conserva- 
tion activities that he joined the com- 
pany in 1933. 


Verner Leckie to Direct Advertising 


Appointment of Verner Leckie to the 
newly created position of director of ad- 
vertising for the Occidental Life is an- 
nounced. He has relinquished his posi- 
tion with the H. M. Leisure general 
agency of the company in Los Angeles 
to take over his new work in the home 
office. 

A native of Illinois, educated at Be- 
loit College, Mr. Leckie became one of 
the youngest managing editors in the 
country (Joliet Herald-News) before the 
war came on and he joined the British 
Royal Flying Corps as pilot-instructor. 
Following the war, he served as a Lon- 
don correspondent before returning to 
Chicago and becoming a co-founder of 
“Thrift,” a popular system of school 
banking. 


Starts with Equitable, N. Y. 


Mr. Leckie joined the Equitable of 
New York in 1929 and later was per- 
sonal producer for the Massachusetts 
Mutual and New England Mutual before 
going to Occidental. He is the author 
of the effective advertising and promo- 
tional material of the Leisure agency, 
as well as a frequent contributor of in- 
terest articles to the Occidental’s house 
organ. 

T. B. Wiseman, formerly of the Bank 
of America, has been appointed assistant 
auditor. For more than a decade and a 
half he was connected with the Bank of 
America in various positions of trust. 
Since 1930 he has been in the Los An- 
geles main branch, occupying position 
in the inspection department, chief 
clerk’s department and note department. 





Advertising Manager Quits 
Herman Koch, for several years ad- 
vertising manager of the New England 
Mutual Life, has resigned. His future 
plans will be made known later. 


Hogan’s New Life Department 


Thomas J. Hogan, Inc., 90 John 
street, New York City, appointed gen- 
eral agent of the United States Life, 
has opened its newly organized life in- 
surance department. Mr. Hogan has 
formed a separate corporation, Tom 
Hogan, Inc., to handle this branch of 
his business and has taken additional 
space. Open house was held from 11:00 
a. m. to 3:00 p. m. March 17, a buffet 
luncheon and refreshments were served. 

L. M. Neikrug has been appointed 
manager of the life department. The 
announcement was made by Mr. Hogan 
at the St. Patrick’s Day reception. 











Golden Jubilee Year 


1937 1937 


PROVIDENT begins the 50th Anni- 
versary Year with these noteworthy gains 


registered for 1936: 


® 25 per cent gain in Life Insurance in 


Force—$19,405,854.00. 


® 18 percent gain in premium income— 


$1,005, 127.33. 


© 16 percent gain in total assets — 
$1,145,455.72. 


® 13 percent gain in total surplus to pro- 
tect policyholders—$274,819.18. 


DROVIDENT LIFE and ACCIDENT 


INSURANCE COMPAN ¥Y 
CHATTAN OOGA.TENNESSEE 





























“KNOCK -- 
KNOCK”? 











Opportunity Is Knocking! 


It Is Pounding On the Doors of 


Men Who Are Willing to Pay 
the Price of Success 


Bankers National Life Insurance Company, the Company that 
reached 75 millions in 8 years, offers the opportunity of a life- 
time to good men who want to be successful general agents. 

Big success carries a corresponding price tag. The price is 
work, initiative, vision, perseverance. 

If you feel there is no further opportunity for growth in 
your present connection; if you have a record of $100,000 of 
paid-for personal production in 1935; if you have family respon- 
sibilities and a residence in either Pennsylvania, New Jersey, 
Ohio, Rhode Island, Maryland or Delaware, you are one of the 
men we want to talk to at once. 

Address 
William J. Sieger 
Vice President & Superintendent of Agencies 


Bankers National Life Insurance Company 
Montclair New Jersey 
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LIFE AGENCY CHANGES 





Makes Several Appointments 





Occidental Life of Los Angeles Names 
Representatives in Kansas, Philip- 
pines and Washington 





Several appointments have been made 
by the Occidental Life of Los Angeles. 
Charles Lamme, Jr., becomes general 
agent at Topeka, Kan., his territory in- 
cluding Shawnee, Douglas, Osage, Lyon, 
Chase, -Mérris, Geary, Riley and John- 
son counties in eastern Kansas. He 
entered the business full time in 1918 as 
district agent Northwestern Mutual at 
Hiawatha, Kan. In 1925 he was trans- 
ferred to Atchison and in 1930 to Kan- 
sas City, Kan. Two years later he was 
appointed Kansas City agent by the Re- 
liance Life, serving until November, 
1936. 

The Fidelity & Surety Company, a 
subsidiary of the Philippine Trust Com- 
pany, Manila, P. I., has been named rep- 
resentative in the Philippines. E. W. 
Schedler is manager of the life depart- 
ment. For 11 years he represented the 
Insular Life, largest and oldest company 
in the islands. He was in Los Angeles 
last December to discuss details of the 
Occidental’s entry into the Philippines, 
and upon his return was accompanied 
by F. M. Hope, vice-president and ac- 
tuary, and Mrs. Hope, who will return 
to Los Angeles about May 1. 

District agency appointments include 
F, E. Griff, representing the Seattle 
branch office in Seattle; H. N. Meacham, 
representing the Seattle branch office at 
Bremerton, Wash., and A. L. Franklin, 
representing the home office agency in 
Los Angeles. 





H. L. Brownfield, 42, agent Massachu- 
setts Protective and formerly with the 
Wisconsin National Life, died suddenly 
at his home in Madison, Wis. 





James P. Graham Appointed 


Becomes General Agent of the Aetna’ 
Life in Baltimore Succeeding Late 
F. L. Wells 








James P. Graham, Jr., is appointed 
general agent in Baltimore for the 
Aetna Life succeeding Friend L. Wells, 
who died March 10. 

Mr. Graham has been with the Aetna 





JAMES P. GRAHAM, JR. 


Life organization since 1923 and in 1924 
was appointed manager of the 42nd 
Street office, New York City, under 
Hart & Eubank. In 1926 the partner- 
ship of Graham & Luther was created 
as general agents in Brooklyn. When 
E. D. Luther was appointed to New 
Haven in 1927, Mr. Graham became head 
of the Brooklyn office. In 1929, he was 
made general agent in charge of the 
agency at 165 Broadway, New York 
City. His record at that agency was 
so successful that on Dec. 26, 1932, he 








siderate service." 








(NUMBER ONE OF A SERIES) 


Why Agents Come— 
and Stay— With the 


MONTANA LIFE INSURANCE CO. 


A General Agent Speaking: 


"Two and a half years ago when | signed the 
contract, | was considering Company, Rate 
Book, Commissions, Contract, and lastly, the 
officials. Today | have nothing but the highest 
regard and absolute confidence in each and 
every one of the official family. Where they lead, 
| am proud to follow. They have given me un- 
believable support and cooperation, and my 
clients, prompt, courteous, liberal and very con- 


Lee Cannon, Agency Vice-President 
HELENA, MONTANA 




















was given charge of the Springfield, 
Mass., agency. 

In Springfield, Mr. Graham expanded 
the sales organization, and established 
new production records there. He has 
only recently received the “President’s 
Trophy” for 1937 for the eastern divi- 
sion, an award made to those agencies 
which have shown the most outstanding 
progress during the preceding year. 

While he was in New York City he 
was secretary and treasurer of the New 
York Life Underwriters Association for 
three years and was a member of the 
executive committee. 


J. V. Casey Goes with the 


Business Men’s Assurance 








J. V. Casey has been appointed by 
the Business Men’s Assurance district 
supervisor for Milwaukee and vicinity, 
and has opened offices in the Mackie 
building. He is appointing a number of 
solicitors. 

Mr. Casey has been engaged in life 
work for 12 years, starting at Madison, 
Wis. In 1926 he became manager for 
the North American Life and later 
formed the Casey-Mason agency which 
operated a general agency for the North 
American. In September, 1933, Mr. 
Casey was named agency director for 
Wisconsin and came to Milwaukee 
where he maintained offices until his 
acceptance of his present position. 

\Pending appointment of a successor, 
J. L. Reeder of the home office of the 
North American Life is in charge of 
the Milwaukee office. 


Kenney 39 Years in Field; 
Makes Change in Position 








V. W. Kenney, general agent New 
England Mutual Life, Boston, April 
3 will complete 39 years of man- 
agerial work in life insurance. He has 
resigned as general agent as of that date 
to devote all his time to personal busi- 
ness, but becomes associate general 
agent with private offices at 150 Con- 
gress street. Because of legal train- 
ing Mr. Kenney was a pioneer in estate 
conservation and is an authority on 
wills, trusts, and business and corpora- 
tion agreements. In future policyhold- 
ers of the Kenney agency will pay pre- 
miums through the W. Partridge 
agency with which Mr. Kenney will be 
connected. 





Sun Life Has Many Shifts 


A number of important managerial 
changes in the United States and Can- 
ada are announced by the Sun Life 
of Canada. W. S. Sutherland, man- 
ager St. Louis, became manager at 
Sherbrooke in succession to the late E. 
E. Codere. H. L. Cantelon, Indianap- 
olis manager becomes manager at St. 
Louis. W. Atteberry, Evansville, 
Ind., manager, is made manager at In- 
dianapolis. W. C. James, manager Wil- 
mington, Del., is appointed manager at 
Reading, Pa. L. E. Malone, assistant 
manager Cleveland, becomes manager at 
Wilmington. O. W. Gross, acting man- 
ager, Spokane, is made manager in 
that territory. 


Gus U. Silzer’s Change 


Gus U. Silzer of Sioux City, Ia, 
who has been general agent of the Con- 
tinental Assurance of Chicago, becomes 
district agent of the Connecticut Mutual. 
He has been in the life insurance busi- 
ness for 12 years. 








Lucas Assistant Manager 


Robinson Brown, manager of the 
Jackson, Miss., ordinary agency of the 
Prudential, has appointed J. W. Lucas, 
Jr., assistant manager. The Jackson 
agency embraces the entire state. 





Provident Appoints Wier 


The Provident Mutual Life has ap- 
pointed E. C. Wier manager of the At- 
lanta office. He replaces W. W. Daniel, 




















Made Assistant | 


es! 


























JEAN BLACK, Indianapolis 





Jean Black, who becomes assistan; 
manager of the Connecticut Gener 
Life at Indianapolis, in the H. E. Nyhart 
agency, was the leading producer of the 
company in Indiana last year. 













who recently resigned. Mr. Wier joins 
the Provident after a successful life in. 
surance career in several of the leading 
cities of the south, including Birming. 
ham and Memphis. 





Promoted in Manitoba 


C. G. Bradshaw, inspector of the 
Monarch Life of Winnipeg in the Mani 
toba agency for three years, has been 
made supervisor for southeastern Mani- 
toba. He operates under the supervision 
of W. G. Neely, divisional superinten- 
dent for Manitoba. 


Freedman Goes to Davenport 


H. L. Freedman, who has been with 
the Penn Mutual at Waterloo, Ia., is ap- 
pointed general agent of the Bankers 
Life of Nebraska at Davenport. He 
will move to Davenport and organize an 
agency there. He has been in the life 
business for 15 years. 








Barker Cleveland Assistant 


L. A. Barker, Jr., who has represented 
the Sun Life of Canada in Portland, Me’ 
for eight years, has been appointed 
agency assistant in Cleveland. He was 
recently elected president of the South- 
ern Maine Association of Life Under- 
writers. 





Detroit Branch Continues 


An item stating that the Detroit 
branch office of the General American 
Life had been discontinued was incor- 
rect. A new manager in Detroit prob- 
ably will not be appointed for some 
time but the Detroit office is being con- 
tinued, the company announces. 





Shafer Dayton Manager 
J. D. Shafer has been named ordi- 
nary manager by the Life of Virginia 
in Dayton. O. 





New Columbia Life Agency 


C. B. Aldridge and B. W. Cofiman, 
formerly with the Bankers Life of Ne 
braska, have incorporated as Aldridge & 
Coffman in Cleveland, and will repre- 
sent the Columbia Life with offices 
the Guardian building. 


Should Study Moratorium 
ALBANY, March 25—In signing the 7 
bill extending the mortgage moratorium 
for another year, Governor Lehman said 
that the legislature should commence at 
once to study ways to taper off the mor | 
atorium as the law should not be & FF 
tended indefinitely. On the other hand, & 
the moratorium cannot be discontinuet | 
in an abrupt manner and adequate 10 | 


Fe a a TT ee Tee 








tice must be given in order that adjust § 
ments may be made. : 
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MAKE THIS YOUR 
Lucky Year 
CLICK WITH THE 


Commonwealth Life 
in 1937 


CLOCK YOUR 
PROGRESS 
MONTH BY MONTH 


General 


Agency opening in 


INDIANA 
OHIO 
TENNESSEE 
ALABAMA 
and 


GEORGIA 


For information write 


J. HERBERT SNYDER 
Vice President 


COMMONWEALTH 
LIFE INSURANCE CO. 


Louisville, Ky. 

















INDUSTRIAL FIELD NEWS 





Convertible Endowment Plan 


Prudential Explains Its New Contract 
and Gives the Main Features and 


High Lights 








The Prudential explains its new 
weekly premium convertible endowment 
contract, giving the following informa- 
tion: 

“The convertible endowment contract 
is issued from ages 1 to 15 next birth- 
day with a commencing weekly premium 
of 20 cents. The policy provides that 
the commencing weekly premium will in- 
crease by one-fifth after five years from 
the date of issue. Dividends credited to 
the policy, however, may ‘be applied by 
the company to extend the period dur- 
ing which the commencing premium will 
continue to be payable, and it is ex- 
pected that such dividends will be suf- 
ficient to offset any premium increase 
that would otherwise become payable. 


Between 7 and 15 Years 


“Where the insured is between ages 7 
and 15 (inclusive) next birthday at the 
time of issue, the face amount of the 
contract is $500; where the insured is 
less than age 7, the amount of insurance 
increases each year until age 7 next 
birthday is reached, when the face 
amount becomes $500. For example: 
the face amount of a policy issued on 
life of a child age 5 next birthday would 
be $370 the first year, $440 the second, 
and $500 after that. 

“Unless the contract is converted, the 
face amount of $500 is payable at the 
end of the endowment period. This 
endowment period is from 39 to 46 
years, depending on the age at issue. 


Conversion Privilege 


“The conversion privilege allows the 
insured, after premiums have been paid 
for a certain length of time, again de- 
pending on the age at issue, to exchange 
the policy. for a fully paid-up life policy 
for $500 payable at the death of the 
insured. 

“Dividends apportioned to convertible 
endowment contracts annually, but prob- 
ably not before the fifth year, will be 
used to extend beyond 5 years the pe- 
riod during which only the commencing 
weekly premium of 20 cents is payable. 
Any dividend credits not used in this 
way will be applied in the form of paid- 
up additions to the amount of insurance. 


Disability Provisions 


“Accidental death and disability pro- 
visions are included at no specific extra 
charge. In the case of death, after age 
15, by accidental means as defined in 
the contract, double the face amount of 
insurance is paid (one and one-half the 
face amount is paid if accidental death 
occurs while engaged in the mining in- 
dustry). For disablement through loss 
of eyesight or limbs, cash payments are 
made and the insurance becomes paid 


up. 

“Non-forfeiture provisions include spe- 
cial extended insurance before three 
years’ premiums have been paid—one 
week for every two weeks that premiums 
have been paid in cash; regular extended 
insurance after three years’ premiums 
have been paid; and cash surrender 
values and paid- -up endowment values 
after five years’ premiums have been 
paid. It is worthy of note that the ex- 
tended insurance granted before three 
years’ premiums have been paid begins 
at the end of the grace period of four 
weeks. For example, if premiums had 
been paid in cash for 20 weeks, the pe- 
riod of extension, commencing after the 
four weeks’ grace period, would be 10 
weeks. In calculating any non-forfeiture 
or surrender value, due allowance will 
be made for the number of weeks’ pre- 
miums paid beyond the policy’s last an- 
niversary.” 


A. B. Olson, vice-president and _mana- 
ger of ‘agencies of the Guarantee Mutual 
Life of Omaha, is vacationing in Arizona. 





Uniform P olicy Provisions 





Bill Has Been Introduced in Pennsyl- 
vania, Backed by the State Insur- 
ance Department 





A bill setting up uniform policy pro- 
visions for industrial life insurance poli- 
cies has been introduced in the Penn- 
sylvania house by Representative Read- 
inger of Reading. Commissioner Hunt 
made an investigation of industrial life 
insurance and it is understood that this 
bill has his backing. The bill requires 
that the words “industrial policy” must 
be printed on the policy. A grace period 
of four weeks is allowed if the premiums 
are on a weekly payment basis or 30 
days if paid monthly. The policies are 
to be incontestable after they have been 
in force one year. 

After premiums have been paid for 
three years, the holder,.in the event of 
default, shall be entitled to paid-up or 
extended term insurance. Cash values 
are available after the policy has been 
in effect five years. If not surrendered 
for cash, the policy may be reinstated 
within one year of the date of default. 
Settlement on death claims must be 
made immediately after proof has been 
presented, 

The bill permits issuance of any 
policy \that contains provisions more 
favorable to the policyholder than the 
minimum set forth in the bill. 

The bill would put an end to the con- 
troversial “facility of payment” clause. 
Under: this arrangement it has been 
possible for creditors of deceased 
policyholders to collect directly from 
the insurance company without refer- 
ence to relatives or other beneficiaries. 
It is alleged that in many instances the 
creditors have ascertained the amount 
of the insurance due and have made 
their claims identical. 

Policies may not, under the bill, make 
the insurance solicitor the agent of the 
person insured, or make his acts or 
representations binding upon the policy- 
holder. Time within which any legal 
action may be started must not be 
limited to less than one year after the 
cause of action. 





Prudential Promotions 


The promotion of F. G. Smith to 
superintendent of the Binghamton, = 
Y., No. 2, district of the Prudential, 
announced. He was formerly an - 
sistant superintendent at Norwich, N. 
Y. He has been a Prudential represen- 
tative since 1917, when he enrolled as 
an agent at Binghamton. Two years 
later he was promoted to assistant sup- 
erintendent and served in that capacity 
in Binghamton until 1925, when he was 
transferred to Norwich. He is assum- 
ing the duties of G. C. Green, who has 
been transferred to Jamestown, N. Y. 
as superintendent. Mr. Green started 
as an agent at Harrisburg, Pa., in 1932. 
Nine months later he was promoted to 
assistant superintendent and served in 
that capacity in Steelton and Carlisle, 
Pa. He was promoted to superintendent 
at Binghamton in 1930. S. Haz- 
zard, former superintendent at James- 
town, retired recently. 


Metropolitan’s Salt Lake Rally 


District managers and Gold Star 
agents of the Metropolitan Life in Utah, 
Idaho and Montana were. adressed at a 
meeting in Salt Lake City by J. H. 
Almy, superintendent of agencies, and 
R. H. Nash, manager of field education, 
both from San Francis¢o. 


Opens Two New Districts 


The Life of Virginia opened district 
offices in Gadsden, Ala., and Rome, Ga. 
T. M. Glenn, former assistant manager 
in the Birmingham district, was named 
manager at Gadsden with offices in the 
Medical building, and T. G. Ellis, former 
assistant manager in Atlanta 1, becom- 











‘400 


IN 
CASH PRIZES 


... for the best true- 
life stories of life in- 





surance experiences 


OU have undoubtedly seen the recent 

advertising of Northwestern National 
Life of Minneapolis in Time. This cam- 
paign is being run in the sincere hope 
that it will assist, not only NwNL agents, 
but the agents of all companies to per- 
suade clients to provide adequate protec- 
tion for their families and to arrange their 
insurance properly—to provide monthly 
income to beneficiaries. 


These advertisements are all in the 
form of short, first-person stories of in- 
dividuals. In some cases they tell of the 
unpleasant consequences of inadequate in- 
surance, or of insurance improperly ar- 
ranged. In other cases they tell of the 
happier experiences. In each case, stress 
is laid upon the importance of consulting 
a trained, capable agent. 


We want more of these cases—the true 
stories of men and vfjymen who have had 
happy—or unhappy—experiences of this 
kind. We know that the files of every life 
underwriter contain many such cases. We 
will pay cash prizes for the best reports 
of such cases sent us by April 15. (You 
needn’t write an advertisement—just send 
us the facts.) The reports will be judged 
on three points: 


Ist—The general interest value of the 
story; 

2nd—Whether or not the insurance 
question involved in the story is 
of general application; 

3rd—The completeness of the personal 
information about the people in- 
volved in the story. 


First prize will be $100. There will 
be a second prize of $50. Then two 
prizes of $25 each. Then ten prizes of 
$10 each, and twenty prizes of $5 each. 
Thirty-four cash prizes in all. 


The contest is open to all active life in- 
surance agents. Entries will be judged by 
Northwestern National Life and its ad- 
vertising agency, and should be post- 
marked not later than April 15, 1937, and 
sent to Hutchinson Advertising Company, 
1020 Hodgson Building, Minneapolis, 
Minnesota, with the understanding that 
all entries become the property of NwNL, 
to be used as the Company sees fit in its 
advertising. Naturally no names of in- 
dividuals will be used, and any personal 
information will be considered confidential. 


* * * * * * * 


(If you have not seen the current ad- 
vertising of NwWNL, and should like to see 
samples before you enter this contest, 
either write to Hutchinson Advertising 
Company for reprints, or see the March 
15 issue of Time.) 
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Central Life Ins. Co. of Mlinois 


Alfred MacArthur, President 
720 North Michigan Avenue . . . . . . . « .» 


Chicago 








DEVELOPMENT— 


Increase during 1936 


Income 16.9% 
Total Assets 17.1% 
Insurance in force 19.3% 
Surplus to policyholders 21.1% 


Conservative though rapid Company 
growth open limitless possibilities to the 
Liberty National Agent. His already high 
average earnings increased again during 


1936. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Birmingham, Alabama 


FRANK P. SAMFORD, President 
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. INDUSTRIAL—INTERMEDIATE 
‘The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 
*“‘A Good Company To Represent 
PENNSYLVANA “Represent a Good Company”’ 


St 





CONNECTICUT 








‘are reaching their normal - level. 


ing manager at Rome, with offices in 
the First National Bank building. 


Prudential Promotions 


A. B. Burns, formerly assistant super- 
intendent of the Prudential at Water- 
town, N. Y., has been made superintend- 
ent and placed in charge of Syracuse 
No. 1. He started with the company 
Dec. 9, 1929, as an agent at Carthage, 
N. Y., and was made assistant in Feb- 
ruary, 1931. 


Prudential Division Changes 
The Prudential announces that W. A. 
Mason, manager of Division D, has been 





made supervisor of the southern gro 
Assistant Manager H. E. Connolly 
division B is made manager of divisig” 
D. Assistant Manager W. J. Link @ 
division N has been transferred to dij 
sion B as assistant. J. G. Favre of ty 
Canadian division is made assistant may” 
ager of division N. = 









Clinton, Ia., Agency Honored 
The Clinton, Ia., staff of the Metrl 


politan Life at a banquet there wal) 
presented a trophy for outstanding wor} 


in 1936. G. A. Wildeboor and F, pf 





Owens, from the home office, took parf 7 
in the presentation. : 








As SEEN FROM CHICAGO 





VERY SNAPPY ACTION 


Maynard E. Farrar of the F. F. Ehlen 
Guarantee Mutual Life agency in Chi- 
cago, by means of some careful planning 
beforehand, completed an application on 
the life of a child one minute after its 
birth. The one minute was required to 
ebtain the weight, and measurement. 
The parents had decided previously on a 
name for a boy and another for a girl, so 
it was not necessary to hold a board 
of directors meeting over the title that 
the infant should bear. it turned out 
to be a girl and took the fore-ordained 
name of Maureen. She is the daughter 
of Mr. and Mrs. David P. Meade. The 
contract is a $2,000 juvenile policy. 


* * * 
LIFE COMPANY STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 31 32 
Bank. Nat. Life. 10 1.00 27 30 
Build. Life, Ill.. 1 coe 1 3 
Central Life, Ill. 10 pare 9 
Cent. States Life 5 sini 2 4 
Columbian Nat..100 4.00 80 90 
Colonial Life....100 3.00 280 310 
Conn, Gen. Life. 10 -80 39 41 
Cont. Assurance. 10 2.00 41 43 
Cont. Am. Life.. 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed, Life, Chgo 10 bee 8 a 
Girard Life ..... 10 -40 12 15 
Great Nor. Life.. 10 hei) 4 ay 
Great South. Life 10 2.50 30 33 
Life & Cas., Tenn. 2 ate 13 15 
Isfs.of Vax...<. 20 3.00 73 80 
Lincoln National 10 1.20 27 28% 
Mo. State Life... 10 muh 3% % 
Natl. Life & Ac.. 10 1.60 64 68 
New World Life. 10 -40 6 7 
Northw. National 5 -60 15% 16% 
North Amer. .... 2 eee 3 3% 4% 
Ohio National... 10 1.00 21 26 
Ohio State Life.100 10.00 225 ate 
Old Line Life... 10 -60 14% 16 
Pacific Mutual... 1 has 3 4 
Peoples Life, Ind. 10 -60 20 ae 
Philadelphia Life 10 ‘ex 38% 4% 
Prov. Life, N. D. 10 .80 11 Ap 
Rockford Life... 10 eee 4 8 
Sun Life, Can...100 aes 675 725 
TEAVOIOER o.0.0% 00 100 16.00 485 495 
Union Central... 20 1.20 20 30 
Wisconsin Natl.. 10 -50 16 18 

* * * 


LIFE INSURANCE STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., investment house of Chicago, in 
speaking of life insurance stocks states 
that in the central western market, re- 
gardless of the fact that the investment 
situation with the companies is far from 
roseate, the stocks of the well managed 
institutions are holding up very well. 
The non-participating companies are 
increasing their premium rates and this 
will give them more income. Notwith- 
standing the lower interest rates, Mr. 
Cornelius states that the outlook for 
capably managed institutions is excel- 
lent. For instance, in Chicago there is 
an active market for Travelers, Aetna 
Life, Continental Assurance of Chi- 
cago, Connecticut General Life, Lin- 
coln National Life, Northwestern 
National Life, etc. The general feel- 
ing has been, he declares, that most of 
these stocks have been too low and sd 

e 
financial statements of well ordered life 
companies this_year,.Mr. Cornelius re- 
marks, are far from being discouraging. 





—ey | 


= 
ity savings are kept at about the samp 
level. In the Chicago market Ney§™ 
World Life stock is frequently offere | 
and it at the price quoted is considerejh_ 
a good investment. 3 


* * * 
ILLINOIS CODE IS APPROVED 


The insurance division of the Illinos—- 
chamber of commerce has recommended} 
to the directors of the organization tha} 
tiic insurance code as at present befor} 
the Illinois legislature be approved. 

Chase M. Smith of the James S. Kem.) 
per organization presided in the absenc} 
of Mr. Kemper, who is chairman of the 
division. There seemed to be no op 
position to the code on part of thos} 
present. It was announced that th 
Association of Casualty & Surety Execu- 
tives had given its approval. 

The committee opposed house bill 
130, which is the automobile compu 
sory liability bill, house bill 131 which 
requires claim adjusters to be licensed) 
attorneys, house bill 132 requiring com-| 
panies writing automobile insurance to! — 
file the amount of insurance with the — 
secretary of state 10 days after the issu. | 
ance of the policy. It opposed house” 
bill 208, which provides that no lite 
policy be issued or delivered in the state} 
if jt contains a provision exempting the | 
company from liability if the policy- 
holder dies or receives fatal injuries 
while committing an illegal act unless — 
the exemption applies only to cases} 
where the illegal act directly causes or 
directly contributes to the death. It 
opposed house bill 209, which was the 
same as 208 only it is applicable to ac |” 
cident and health companies. It op} 
posed house bill 273, which removes the | 
liability of the owner of premises for 
damages caused by an intoxicated per 
son and ‘fixed it on the retailer. It op 
posed house bill 275, requiring insur- 
ance companies to list all foreign secutr | ~ 
ties in financial statements. i 


eel) & 
RICE HEADS NEW LIFE DIVISION 


E. M. Rice has been appointed life 
department manager for R. N. Crawford 
& Co., general insurance agency of Chi 
cago. He has had 15 years’ life insu 
ance experience in that city. Crawford |~ 
& Co., well known firm which for may 
years has specialized in unusual covet: | 
ages, doing a moderate life business | 
which was placed in varioys companits, | 
has opened a separate life departmen! 
which is quartered in the main office 
the Insurance Exchange. 















Meee RTE 


Revamp Pension Plan 


BATTLE CREEK MICH., March 
25—Because of the social security pro |7 
gram the Kellogg Company here has , 
abandoned its group pension policy for 4 
younger employes and is refunding [7 
$130,000 already accumulated to the |7 
workers. A substitute plan has beet 7 
adopted for employes 50 or over wh0 | 
do not benefit commensurately with 7 
younger workers under the governmet rf 
tal pension system. The company 5 
continuing to maintain health and acct > 
dent coverage. i 
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Cc. C. Franklin, 65, former manager. of | 





The companies are being more closely 
and economically managed, the mortal- 
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the Metropolitan Life at Athens Ga., die¢ @ 
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News OF LIFE 





ASSOCIATIONS 





Milwaukee Sales Congress 











|) Other Wisconsin Associations Join in 
: Meeting; Discuss Inflation 
Tendencies 












MILWAUKEE, March 25.—With an 
1 Fg attendance of 300 from life associations 
| of Milwaukee, Madison, Appleton, She- 


0 : 
K pat boygan and Green Bay, the Milwaukee 
association sponsored a sales congress 
wwe starting with luncheon and continuing 


through the afternoon. | ; 
' Scouting monetary inflation fears 
roused by the mounting national debt, 
' J. H. Foth, ecoomics department head 
~ at the University of Rochester, said if 
t Ney— national expenditures are to be reduced, 
offere 3 relief must be turned back to the states. 

nd 

‘ 


In speaking on “Utilizing Taxes as a 
" Means to Sell Life insurance,” J. O. 
| Todd, Minneapolis, special agent North- 
' western Mutual Life and member of 
ED Ff the Million Dollar Round Table, said: 
Illinois “Many a substantial business has been 
- broken up when forced to sell its best 
on thi} assets for payment of inheritance taxes. 
defor Life insurance has proved the best 

remedy to this problem, whether the 
. Kem business is big or small.” 

’ Frank C. Hughes, 

- Mutual Benefit Life, Milwaukee, spoke 
no op-f on “The C. L. U. Celebrates Its Tenth 
Birthday; What of It?” A. R. Jaqua, 
_ associate editor, Diamond Life Bulletins, 
Exec} Cincinnati, discussed, “Why Men Suc- 
ceed.” 


general agent 





* * * 


Plan Portland, Ore., Congress 


Five Well Known Pacific Coast Speak- 
ers on Program of Event Set for 
April 9 














Plans are being completed for the 
sales congress to be held by the Port- 
land (Ore.) Life Underwriters Associa- 
tion April 9. R. L. Sherwood, manager 
Phoenix Mutual Life, is program chair- 
man, 

Among speakers will be R. P. Cox, 
vice-president and manager of agencies 
California-Western States Life; Ed. K. 
Roth, Oregon general agent Mutual 
Benefit Life; N. A. Dew, John Hancock 
Mutual, president Portland association; 

. F. Maguire, attorney of Maguire, 
es forf Shields & Morrison, past president Ore- 
d pe-—  §0n Bar Association, and P. F. Cad- 








It of man, San Francisco, consulting econo- 
insu Must and former manager San Francisco 
secuti- Stock Exchange. Mr. Dew will pre- 
side at the congress as chairman. 
* * * 
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Sales Clinic and Congress 
Are Planned by Chicagoans 


The Chicago Association of Life Un- 
derwriters will hold a sales clinic March 
30, in the Hotel Sherman. “Sales pro- 
motion ideas” will be the principal sub- 
ject. F. L. Fisher, advertising manager 
Lincoln National Life, will speak, and 
open forum will be held. 
ice inf An all day sales congress is planned 

\ April 15. W. M. Houze, general agent 
| John Hancock Mutual, is chairman. 
_ Speakers include Paul Speicher, editor 
R. & R. Service; Paul Clark, Boston, 
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farch | €neral agent John Hancock Mutual; 
 pro- . P. Trosper, Detroit, leading produc- 
» hasf) ef, New York Life, and four talks on 
y for} “The Approach that Sells,” by Chicago 
nding} Personal producers. 

. the F L. M. Buckley, membership commit- 





been} tee chairman, will present awards to 
who} the 100 percent agencies in the 19357 
with |} Membership drive. Date for printing 
met | the roster has been extended to 

is)@ March 30, 





* * * 


Jackson, Mich.—The association is 
Sponsoring a letter-writing contest in 
be Schools here in cooperation with. the 
National association’s “Roll Call of 
American Youth” program. 











Opportunities for Salesmen 





George H. Harris of the Agency De- 
partment of the Sun Life Brings 
Out Points 





George H. Harris, superintendent of 
agencies of the Sun Life of Montreal, 
spoke before the Akron Life Under- 
writers Association, telling about the 
opportunities in the business. He called 
attention to the fact that there are more 
people killed in automobile accidents 
than in all the wars in which this coun- 
try has been involved from its start. 
The English speaking people constitute 
744 per cent of the population of the 
world and yet they carry 75 per cent 
of the life insurance in force. Mr. Harris 
said that people do not buy insurance 
because they are anxious to pay pre- 
miums but because they desire the bene- 
fits that they receive from the payment. 
Even though the policy becomes a death 
claim the proceeds are always paid to 
the living. Therefore those that are 
alive get the benefit. He designated life 
insurance as a self imposed income tax. 

Mr. Harris contended that life insur- 
ance will have to become more of a 
science to provide its normal growth. It 
will have to have more of an impulse. 
This must be generated by the agent. 
He called attention to the fact that from 
1915 to 1920 insurance in force increased 
305 per cent and from 1924 to 1930 63 
per cent, although both periods were 
considered prosperous. 

The agent, Mr. Harris said, has all 
the opportunities that one did in these 
former days. That is, he has the pub- 
lic, there is money, there are life com- 
panies and there is the natural impulse 
to protect one’s dependents. 

The sales congress will be held April 
24 in Akron. Dale Carnegie, well known 
author and lecturer, will be the chief 
speaker. The public is invited to at- 
tend his talk, which will be immediately 
following the luncheon. In the morn- 
ing George Schumacher, Massachusetts 
Mutual at Cleveland, and L. A. Spencer, 
Youngstown, O., will take part. 


* * * 
Successful Women Stress 


Servicing Needs in Selling 


CLEVELAND, March 25.—The re- 
cently organized women’s division of the 
Cleveland Life Underwriters Associa- 
tion held its second meeting with three 
$250,000 producers speaking on “Im- 
proving Personal Production.” 

Miss Helen B. Rockwell, National 
Life of Vermont, advocated improving 
the quality of business, stating that vol- 
ume naturally follows. Miss Rockwell 
sells needs rather than policies. She 
studies individual problems and uses 
settlement options. 

Mrs. Rose B. Krohngold, Lincoln 
National Life, said she has always writ- 
ten small cases, depending upon a large 
number of policies. Her rule is to ren- 
der a real service to policyholders and 
make them like her. 

Mrs. Harriet Fellows, John Hancock 
Mutual Life, pursues the family method 
of selling. She keeps in close contact 
with her prospects and once she writes 
a policy, she follows through with the 
whole family. She endeavors to make 
their problems her problems. In short 
she becomes a friend of the family and 
renders a great deal of service to win 
their confidence. 

The next meeting will be held in May 
on “Life insurance and insurance sales- 
women from the buyer’s point of view.” 
Several successful business women from 
other ranks will be invited to give their 
views. 


x * * 
Women’s Associations Growing 
The women’s insurance organizations 


are expanding rapidly. Clubs have been 
established this year at Pittsburgh, 











FIGURES THAT SPEAK 


Excerpts from 1936 Annual Statement 


New Paid Business 1936 
(Excluding reinsured business) 


Gain over 1935—25% 


Business In-Force, Dec. 31, 1936. . 
Gain for 12 months—39% 


Total Assets, Dec. 31, 1936 we ee 0$37,371,017.04 
Gain for 12 months—40% 


Mortality Experience for 1936 (Ratio 
of actual to expected mortality) . 


..--$ 68,057,845.24 


$292,768,483.16 


Excess of Income over Disbursements in 1936... 56% 


Figures like these tell better than mere words why men 
who are looking for the greatest future turn to Occi- 
dental. 


You are invited to write for more details on this out- 
standing record of 1936 progress. 


OCCIDENTAL LIFE 
INSURANCE COMPANY (of California) 


V. H. JENKINS 
Vice-President 


LIFETIME RENEWALS 


Home OFFIcE 
Los Angeles 


























GENERAL AGENCY 
OPENINGS 


are available with Atlantic Life for active, aggressive 
men located in the following cities and towns: 


MARYLAND 
Frederick 


Hagerstown 
Cumberland 


WEST VIRGINIA 
Beckley 
Charleston 
Martinsburg 
Parkersburg 
Clarksburg 
Fairmont 
If you are between the ages of 25 and 45, have a 


good production record, and feel that you are a prospec- 
tive General Agent, communicate promptly with 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 
William H. Harrison, Vice Pres. & Supt. of Agencies 
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Cleveland and Denver, according to 
Miss Helen B. Rockwell, chairman of 
the women’s underwriters committee of 
the National Association of Life Un- 
derwriters. She hopes to report another 
local group before committee chairmen 
of the National Association meet at In- 
dianapolis on April 16. She has appoint- 
ed Marie Parker, Equitable Life of New 
York, Denver, as chairman of the 
women’s program committee for the an- 
nual convention in Denver. 


* * * 


Adams, Fort at K. C. Congress 


Claris Adams, president Ohio State 
Life, will represent company executives 
on the annual sales congress of the Kan- 
sas City.Life Underwriters Association 
April 9. Grady Fort, field supervisor 
Equitable Life of Iowa, will be the per- 
sonal producer on the program. 

* * * 


Tells Customer’s Reactions 


WORCESTER, MASS., March 25.— 
N. A. White, advertising manager Pro- 
vident Mutual Life, addressed the Wor- 
cester association on “The Man of the 
Other Side of the Desk.” He gave sev- 
eral reactions which most prospects 
have. 

Points to remember are: (1) The pros- 
pect appreciates a salesman who can 
put himself into his place; (2) most 
prospects admire rather than resent 
proper persistence; (3) the best sales- 
men are usually best prepared; (4) rainy 
days are selling days; (5) because life 
insurance has a great many technical 
terms, the salesman must be careful not 
to confuse the propect; (6) leads must 
be followed up promptly; (7) the man 
who is afraid of his prospect will lose 
the sale; (8) social service and adver- 
tising of various kinds are necessary to 
build prestige and create confidence, 
which are among the most important 
phases of the life man’s work. 

* * * 


Plan Michigan Meet 


Plans are progressing rapidly for the 
annual convention of the Michigan State 
Association 'of Life Underwriters in 
Ann Arbor May 7. On the preceding 
evening there will be a dinner for state 
association officers and directors, com- 
mitteemen and members of the Lite 
Underwriters Council, at which current 
problems in the life field in the state 
and current legislative matters will be 
discussed. 

The convention will start in the 
morning and will conclude with a din- 
ner followed by the balance of the 
business session. H. W. Florer, Grand 
Rapids, Aetna general agent and presi- 
dent of the association, will preside. C. 
F. Yates, Ann Arbor, New York Life 
state director, is handling convention ar- 
rangements. G. E. Lackey, Detroit gen- 
eral agent, Massachusetts Mutual, heads 
the program committee. 

The headliner on the program will 
be Grant Taggart, California States 
Life, Cowley, Wyo., chairman, Million 
Dollar Round Table. A. W. Atwood, 
financial editor, the “Saturday Evening 
Post” will discuss the economics of life 
insurance. Professor Carver of the 
University of Michigan, an economist, 
will talk. 

* * * 

Los Angeles—Arthur Rosenblum, Los 
Angeles attorney, spoke at the luncheon- 
meeting of the Life Insurance Forum 
on “The Incontestable Clause of the 
Contract.” He gave the history of the 
clause from its first adoption, showing 
changes made and citing cases. He also 
made certain recommendations as to 
points to watch in regard to incontest- 
able clauses in analyzing policies. 

*x* * x 

Peoria, Til.— “Past Presidents Day” 
was observed at the monthly meeting. A 
large number of past presidents were in 
attendance, the principal speaker being 
the first president of the Peoria associa- 
tion, Lynn H. Tracy, agency director of 
the Dearborn branch of the New York 
Life in Chicago. His subject was 
“What's Back of It All.” He was intro- 
duced by Harold Schenke, agency direc- 
tor New York Life, Peoria. In citing 
benefits of life insurance, Mr. Tracy as- 
serted: In the six years from 1931 
through 1936 life companies have paid 





to American citizens more than 18 bil- 
lion dollars. Two-thirds of this has been 
paid to living policyholders in matured 
endowments, surrenders, dividends nd 
disability benefits. The other six billion 
have been paid to living beneficiaries. 

Mr. Tracy declared that competition 
between salesmen always must and will 
exist and one of the hardest types of 
competition to meet will always be com- 
petition with the well-informed under- 
writer. He predicted a bright future for 
the business asserting that “the public 
is rapidly recognizing life insurance as 
the greatest promoter of thrift the world 
has ever known.” 

All of the past presidents were pre- 
sented to the group by Hugh A. Shaw, 
program chairman. Dr. J. H. Pearce, 
president, was in charge. 

*x* * * 

Marshalltown, Ia.—W. E. Lewis, gen- 
eral agent Massachusetts Mutual Life in 
Des Moines, spoke on “The Unrecog- 
nized Life Insurance Needs of Today.” 
He discussed aspects of the social se- 
curity act and the part to be served by 
agents in obtaining for individuals an 
earlier retirement through endowment 
insurance forms. 


* * * 


Pittsburg, Kan.—H. A. Hedges of Kan- 
sas City, trustee of the National associa- 
tion, spoke, discussing selling technique. 
New officers are Boyd Weide, Minne- 
sota, president; J. S. Kerns, Northwest- 
ern Mutual, vice-president; D, D. Daily, 
Jr., Massachusetts Mutual, secretary, and 
Marvin Canfield, Equitable of Iowa, 
treasurer. 

Plans were discussed for taking part 
in the National association essay con- 
test for high school students. J. S. Kerns 
is chairman of the arrangements com- 
mittee. F. M. Oerter will lead round 
table discussion of the social security 
act at the next meeting. 

* * * 


Ottumwa, Ia.—L. E. Graber, assistant 
Iowa manager Travelers, spoke on “How 
to Make More Money in the Life Insur- 
ance Business in 1937.” 


* * * 


Birmingham, Ala.—Agents were ad- 
vised to specialize and adopt a “person- 
alized program” based upon an insight 
into habits and temperament of indi- 
vidual prospects, by A. V. Youngman, 
promotional manager New York agency 
Mutual Benefit, and million dollar pro- 
ducer. A careful time record on each 
case was advised so agents can study 
their ratios and speed up work. Frank 
Drake presided, and J. F. Lee, Birming- 
ham general agent, introduced the 
speaker. Mr. Youngman, while in the 
South, also addressed the Charleston, 
S. C., association. The Birmingham as- 
sociation, with Huston LaClair as chair- 
man, acted as host Tuesday to Mrs. 
Franklin D. Roosevelt while she was in 
the city for an address. 


* * 


Utica, N. Y.—R. S. Tipping, Buffalo 
general agent Provident Mutual, the 
speaker this month, was introduced by 
President H. J. Shackleton. At the meet- 
ing four Utica agencies were honored 
with 100 percent membership certifi- 
cates. These were the Northwestern 
Mutual agency of S. N. Kenyon; Connec- 
ticut Mutual, Frank Wenner; Massachu- 
setts Mutual, Howard Wiley, and Con- 
necticut General, Harold Shackleton. 


* * * 


Boston—R. G. Engelsman, New York 
City general agent of the Penn Mutual 
Life, will speak at the April meeting 
and Dale Carnegie, author, will talk at 
the May meeting. 

* * x 


Lincoln, Neb.—The value in dollars and 
cents of a systematized plan of working 
was outlined by Edward Phelps, Mutual 
Benefit Life agent at Omaha, who has 
been on the app-a-week list for 14 out 
of 15 years. O. R. Frey, Chester B. 
Dobbs and E. A. Frerichs took part in a 
symposium designed to drive home the 
argument that the only way in which 
the life insurance agent can justify his 
claim to being the member of a profes- 
sion is to do his studying with a definite 
objective. This can be best accomplished 
by the C. L. U. course because of the 
high educational standards of an ac- 
ceptable nature and the ehcouragement 
given to training that earn recognition 
in all other professions. 

* * * 

Macon, Ga.—aAn outline of the National 
Association’s letter-writing contest was 
explained by President I. N. Champion 
and Guy Paine. 

* * * 

Florence-Charleston, S. C.—A _ joint 
meeting was held at Kingstree with 
Commissioner King discussing pending 








legislation. I. N. Peek, Charleston leg- 
islator, also spoke. 
* * * 


Atlanta—The association held the regu- 
lar meeting and dinner with attendance 
of 125. A. V. Youngman, promotion 
manager New York agency, Mutual 
Benefit, spoke. 

* * 


San Antonio—The Borden and Busse 
film, “How to Make a Sales Presentation 
Stay Presented,’ was shown at the 
meeting. 

* * * 


Montreal—The government sponsored 
home improvement plan which allows 
home owners and wage earners loans at 
minimum interest rates for property re- 
pairs opens a new life insurance field, 
Claude S. Richardson declared. Home 
owners making loans incur liabilities 
which should be covered by life insur- 
ance and increased incomes to workmen 
would also open new channels, Mr. 
Richardson stated. 

A resolution was passed that the as- 
sociation’s year end May 31 instead of 
Nov. 30 and that the annual meeting be 
held before June 10 instead of Dec, 15 
as formerly. 

* * * 


Little Rock—At the March meeting 
Arwood Henderson, Union Central, chair- 
man of the program committee, turned 
the program over to Fred Ellis, agency 
assistant Gordon H. Campbell agency of 
the Aetna Life. It consisted of a dis- 
cussion on “Closing.” The following 
members cooperated in presenting the 
program: Jos. Durham, Jefferson Stand- 
ard; A. E. Smith, Jr., Aetna Life; Howard 
Conley, Jr., New York Life; Van Weath- 
ersby, Mutual of New York; Alton Doug- 
lass, Jefferson Standard, and Sterling 
UpDyke, Home of New York. 


* * x 


Joliet, 11l.—The March meeting was in 
charge of Ken Turman, Northwestern 
Mutual with talks by Wm. B. Rankin, 
New York Life and holder of a record 
of over 10 years with at least 10 appli- 
cations per month, who spoke on “The 
Positive Attitude,” and by Raymond 
Dwyer, Prudential and J. L. McGinnis 
of the Metropolitan who discussed some 
phases of industrial insurance, and ex- 
plained the services rendered by indus- 
trial men. 








News of Pacific 
Coast States 














Ogden Leaves Occidental to 
Join Mutual Benefit Life 


W. E. Ogden, for the last two years 
Oregon manager for the Occidental 
Life of California with headquarters at 
Portland, has resigned to go to San 
Francisco as production manager for the 
G. R. Stiles agency of the Mutual Ben- 
efit Life. The agency covers northern 
California. 

Mr. Ogden is a graduate of the col- 
lege of law, University of Nebraska and 
started his insurance career with the 
Sun Life at Omaha. Later he joined 
the southern California agency of the 
Sun. Three years ago he became man- 
ager of the Occidental Life at Fresno, 
Cal., making such a record that he was 
transferred to Oregon. Last year the 





“Oregon agency showed over 100 per- 


cent increase in paid business. Mr. 
Ogden will be at the home office of the 
Mutual Benefit during April before 
taking his new post. 





Urge Utah Department Increase 


SALT LAKE CITY, March 25.—An 
increase in the personnel of the state 
insurance department for the investiga- 
tion and examination of insurance com- 
panies, was recommended in the audi- 
tors’ report on the department. 

The auditors found no fault with the 
administration of the office, but declared 
that “the insurance commission is woe- 
fully lacking in number of employes to 
do the work required by law. For the 
sake of efficiency and for the protection 
of the citizens of the state of Utah, at 
least two more persons should be em- 
ployed by this department in order that 
investigations and examinations might 








be made of the companies doing bys, 
ness in the state.” 

Last year $29,506 in fees was collecte 
with expenses of only $8,260. The ¢, 
partment now has an assistant commis. 
sioner, but he was not appointed unti 
1935. The only other members of th 
organization are the commissioner ani) 
a stenographer. eS 











Visit Pacific Coast Agencies 


Arthur F. Hall, president; L. J. Kal : 
bach, second vice president; and C, 





















Cross, second vice president and map.) _ Vie 
ager of agencies of the Lincoln Nationa —_— 
Life are now touring the west coast) eral 
visiting agencies. For the past month) that, : 
Mr. Hall and Mr. Kalmbach visited the) 9 #"*, 
agency offices in the southwesten) — 5°" 
states, outlining plans for business ey.) 9 VS ‘ 
pansion in 1937. They were joined o and | 
the coast by Mr. Cross and will yisyf™ 4°Y ' 
the coast agencies during the first tw) three 
weeks in April. me succe 
> into 
Bingham Has Monthly Bulletin [© basis. 
_ Planned to contain “useful informa)” ~~ 
tion and interesting reading” “Lif)- pr te 
Lines” is to be issued monthly by E, £ : t t 
Bingham of the Rivers agency} be 
of the Union Central Life at San Fran.) injur 


cisco. The first issue, with Mr. Bing. | 
ham’s photo in the masthead, deals with 
social security, giving a table which! 
shows the monthly income under the) 
social security fund based on various | 
average monthly salaries. ; 





Chicago Brokers License 


Law Is Invoked This Week|. 


Much excitement was caused in Chi- 
cago this week by the serving of sun- 
monses on a number of life agents by 
the city license division for alleged fail. @ 
ure to secure a city brokers’ license with 
fee of $25. The city for some time has 
maintained it had the licensing power 
over brokers in spite of the seeming 
state-wide privilege granted by the state 
license, and now seems in a fair way to | 
prove its theory. Legal opinions se- 7 
cured by the Chicago Association of 7 
Life Underwriters are to the effect that 7 
it would be costly and profitless to con- _ 
test the city on this point. : 

_A number of agents appeared in mv- | 
nicipal court, but easily secured con- 
tinuances, pending reconsideration by 
the city council of the license ordinance 
passed some months ago. It is reported 
the council may take up the matter 
April 15. 

The association, cooperating with the 
Insurance Brokers Association of Ife | 
nois which is similarly affected, con- | 
tends that the ordinance is unfair, since | 
for many years real estate brokers fot 
$25 fee have been licensed not only.to 
handle real estate but also sell insur- 
ance. It is the contention a fair fee for 
the city insurance brokers’ license thus 
should be $12.50. ; 
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Many Denver Reservations 


DENVER, March 25.—Better that 
400 reservations for the convention of [ 
the National Association Life Undet- | 
writers have already been received and | 
the rate of reservation receipts is im | 
creasing daily. Present indications point 
to a record attendance. The convention 
is being advertised by attractive posters | @ | 
in agencies throughout the country. [7 - 
Plans for entertainment are progressing | 
rapidly and the complete entertainment | 
setup will probably be announced in the | 
next few weeks. ‘ 





Quigley to Hawaii 


G. N. Quigley, Jr., office managéf 
Provident Mutual in Denver, has gone 
to Hawaii as manager of the life de 
partment of the Von Hamm-Young Co. 
He is succeeded by F. C. Eves, agent 
with the company for the last seveta 
years. 









Baal 





26, 1937) 
—— 
ing bus. 
Collecteg 
The del 
commis.9 
"Ss of the! o 






ncies i. 
J. Kalm. 
nd C.R 
nd man.) | 


Nationa eral Agents and Managers, Cincinnati, 


St Coast | 
t month, | 
sited thel 
western | | 





ness ex.) 
dined on) 
vill visit 
Irst two 















ES) 
aQ 
@ - 
S 
2 


Mar ch 26, 1937 


LIFE INSURANCE EDITION 


























AGENCY MANAGEMENT 





meron >= 


Says Commissions Are Best 





H. T. Burnett Tells Cincinnati Body That 


Advances Are Definitely Injurious 
to the Agent 





Vice-president H. T. Burnett, Re- 
liance Life, told the Associated Life Gen- 


that, although many managers were hes- 


J itant to ask a man to give up a rea- 


sonable salary to accept a contract, he 


7 was convinced that it was worth while 


and that he did not hesitate to advise 
any man who can finance himself for 
three months and whose prospects for 
success are good, to drop salary and get 
into the business. 

When a man is hired on a commission 
basis, Mr. Burnett said that he believed: 
that he was then more thoroughly sold 
on the business. When he receives an 


advance, he is usually bought and less 
apt to make a success. 

Most advances, he said, are a definite 
injury and an individual isn’t a real 
agent 


until he receives his renewal 
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vouchers every month and manages his 
own finances. A good way to get a man 
interested in coming into the business 
is to place a big doubt in his mind as 
to whether he can get a contract and 
then show him why he can and should 
make a good agent. 





Plan San Francisco Congress 


Plans for the San Francisco sales 
congress April 7 were discussed at a 
special meeting of the San Francisco 
General Agents & Managers Associa- 
tion. The congress will be held in con- 
junction with the Oakland-East Bay 
Association, Life Insurance Week activi- 
ties and the national roll call of youth 
letter writing contest. R. J. Shipley, 
Northwestern Mutual, congress chair- 
man, told plans. Paul Webber, Lin- 
coln National Life, reported on the Life 
Insurance Week, he being general chair- 
man. J. M. Hamill, Equitable of New 
York, regional chajrman, explained the 
letter writing contest. 





Stage Training Demonstration 

Fitzhugh Taylor, Boston manager 
Equitable Life of New York; J. H. Gilt- 
ner, life manager of Field & Cowles, 
and W. N. Watson, general agent Con- 
necticut Mutual, staged a demonstration 
on training life insurance salesmen at a 
luncheon meeting of the sales managers 
club of the Boston chamber of com- 
merce. 





Speaks at Milwaukee 


Frank F. Weidenborner, Jr., super- 
intendent of agencies for the Guardian 
Life, spoke on “Recruiting and Train- 
ing” at the March meeting of the Life 
Managers General Agents Association 
of Milwaukee. 


POLICIES 


The Illinois Bankers Contract 














Brings Out Low Cost Flexible Policy 
“Streamlined” to Modern 
Times 





The “Arrow of Gold” contract is an- 
nounced by the Illinois Bankers Life. 
This form is very flexible. It is issued 
only for $5,000 or multiples, or increased 
by $2,500. The insured selects the term 
of years, at the end of which he may 
continue on the whole life basis for the 
face amount, paying premium at attained 
age; or continue on the whole life plan 
for a reduced amount purchased by the 
initial premium at attained age; or re- 
view the contract for the full amount 
under age 60, paying attained age rate, 
or convert at attained age to any life 
or endowment form of higher rate, all 
without medical examination. It is re- 
newable up to age 60 for a period not 
exceeding age 70. 

Standard male risks ages 20-60 will 
be considered on this plan and no sub- 
standard. Medical examination is re- 
quired. Accident and disability benefits, 
and savings index are not available in 
connection with this form. Initial pre- 
mium payments must be on annual ba- 
sis; thereafter payments may be quar- 
terly or semi-annually. 


Mueh Cover at Low Cost 


It is designed to fit people who need 
a large amount of protection at low 
cost, and to enable people who carried 
large lines in pre-depression times to re- 
establish their protection. It is well 
suited to mortgage protection. 

For illustration, at age 35, $51.60 will 
provide $5,000 insurance for five years, 
at the end of which time the insured can 
without any action on his part continue 
to pay the same premium and have his 
policy continued on the whole life plan 





for $2,026 insurance. Or, if he wishes, 
he may continue on the whole life basis 
at attained age 40, with full insurance 
of $5,000, and an annual premium of 
$127.35. The insured also has the op- 
tion of continuing his protection on a 
further modified premium basis if he 
prefers, in which case he would pay the 
rate for attained age 40 for whatever 
modified term is desired. If the term 
is five years, it would be $57 annually 
for $5,000; if for ten years it would be 
$61.15. There renewals are available at 
any time up to age 60 with the modified 
premiym periods extending any length 
up to age 70. 


Illustrative rates and reduced insur- 
ance figures for renewals are: 

Adj. 

Mod. Att. Amt 

Age Term Age Prem. Ins. 

Me face 10 30 $ 45.20 $2,409 

20 40 47.00 1,845 

30 50 49.85 1,323 

ex erae. ade 10 35 47.05 2,173 

20 45 49.75 1,625 

30 55 54.65 1,153 

Beeedeusare 10 40 49.75 1,953 

20 50 54.20 1,438 

30 60 62.75 1,031 

se 10 45 54.00 1,764 

20 55 61.90 1,306 

30 65 76.15 954 

Eee eee 10 50 61.15 1,623 

20 60 75.25 1,236 

30 70 97.50 915 

ee 10 55 75.05 1,584 

20 65 98.05 1,228 

25 70 113.60 1,066 

Oetra siteaens 10 60 104.20 1,712 

15 65 122.95 1,540 

20 70 142.00 1,332 

eee 5 60 123.60 2,030 

10 65 148.00 1,854 

15 70 177.00 1,661 

WG ea0neles 5 65 180.90 2,266 

8 68 203.35 2,146 

10 70 219.40 2,058 


Columbian National Makes 


‘Increase in Its Rate Scale 





Increase in most of its adult and 
juvenile rates has been made by the 
Columbian National Life. This does not 
apply to the “Minute Man” form which 
was brought out last year, nor to an- 
nuity scales. However, there has been 
a change affecting single premium annu- 
ities. Heretofore the maximum consid- 
eration accepted in any one year was 
$10,000. ‘This limit has been increased 
to $25,000. Illustrative new rates at 
quinquennial ages or six more popular 
forms are: 

The increase in both adult and juve- 
nile rates is said to average about 3 


percent. No changes in cash or loan 
values are made. 

Low Cost Life Mod. Life 
1st After 20 Ist After 

2 2 Pay 5 5 
0.L. Yrs Yrs. Life Yrs, Yrs. 

Age 3 3 $ $ $ 
20... 138.90 20.03 4.17 22.65 8.19 15.78 
25. 15.78 22.08 4.73 24.78 8.82 17.64 
30... 18.21 24.61 5.46 27.36 10.24 20.48 
35... 21.42 27.48 6.43 30.59 12.13 24.26 
40... 25.68 31.95 7.70 34.64 14.69 29.38 
45... 31.30 37.18 9.39 39.70 18.13 36.26 
50... 38.75 43.93 11.63 46.14 22.81 45.62 
55... 48.65 52.74 14.60 54.49 29.26 58.52 
60... 61.92 64.57 18.58 65.70 38.29 76.58 

Prod. Prod. 

Per. 20 Yr. Per. 20 Yr. 
Age Policy End. Age Policy End. 
15...$10.44 $42.70 40...$19.03 $45.60 
20 11.17 42.89 45... 23.94 48.01 
25 12.16 43.07 50... 32.45 51.87 
30 13.61 43.41 55.. 57.89 
35... 15.80 44.18 60.. 67.12 


Springfield, Mass., C. L. U. Unit 

SPRINGFIELD, Mass., March 25.— 
AC. L. U. chapter was formed here fol- 
lowing a luncheon at which B. S. Col- 
lins, trust officer of the Old Colony 
Trust Company of Boston, was the prin- 
cipal speaker. Approval of six local 
C. L. U. members by the American col- 
lege makes the original membership in- 
clude: Grace R. Colton, L. H. Cook, C. 
K. Litchard and A. D. Lyon of Spring- 
field; G. L. Griffin of Westfield and L. 
H. Libby of West Springfield. Mr. 
Litchard was elected president; Mr. 
Libby, vice-president, and Mr. Griffin, 
secretary-treasurer. A committee of by- 
laws was named, including Grace R. Col- 
ton and Lovell H. Cook. Some 50 local 
life men attended. 

Mr. Collins spoke on “What Does the 
Chartered Life Underwriter Mean to the 
Public of Springfield?” 









Illinois Department Warns 
American Life of Chicago 





The Illinois department reports on 
the American Life of Chicago, an assess- 
ment concern writing life, accident and 
health, as of July 1 last. The depart- 
ment’ states that the management 
should take steps immediately to collect 
net premiums due from agents. It must 
maintain more complete claim files. Its 
acquisition cost should be reduced and 
the management should make every ef- 
fort to reduce expenses. 

It has a surplus of $385, which is 
made possible by the directors levying 
a 50 percent lien on all outstanding poli- 
cies as of Oct. 31, 1935. The depart- 
ment says its cash position is poor and 
its available funds are not sufficient to 
pay its indebtedness. The administra- 
tive expense is moderate but the acquisi- 
tion cost is high. 

The company was originally incorpo- 
rated as the Sovereign Life. Later it 
was changed to the Decatur National 
Life with home office at Decatur. Its 
assets are $11,819, its liabilities $11,434. 
The only salaried officer is J. A. Mc- 
Cullagh, secretary and treasurer. A. J. 
Forsberg is president. H. C. Welch is 
third vice-president and agency direc- 
tor. It confines its writings to indus- 
trial life, accident and health, policies 
being issued on both standard and sub- 
standard forms. ‘The report says the 
rates appear adequate. It had $2,568,625 
insurance in force. Its offices is at 63 
East 35th street, Chicago. 


Life Institute Chartered 


The Life Insurance Institute, Scho- 
field building, Cleveland, has been char- 
tered for life insurance, research and 
promotion work. Incorporators are G. 
W. Bodenhorn, D. F. Schofield and 
Josephine Schofield. 
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7 GENERAL MUTUAL LIFE 
Agents’ and General Agents’ 
contracts still available in Ohio and 
Ilinois. Liberal commissions. 
Attractive renewals. Unusual sales 
romotion. Close cooperation. 
RITE FOR COMPLETE DE- 
TAILS. Address above. 
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Tells How to Reap 
Package Sale Yield 


(CONTINUED FROM PAGE 6) 


“Again using the reference source, 
suppose your friend mentions his ac- 
quaintance’s son, who is just about to 
graduate from school,” Mr. Blackwell 
said. “Here you have a beautiful open- 
ing—father and son insurance, and be- 
lieve me they fall for that, especially if 
you use the partnership approach. What 
man doesn’t’thrill at the idea of a part- 
nership with his son, and what boy 
doesn’t get a kick out of being dad’s 
partner?”? 

Christmas Gift Policy 





The Christmas gift policy applies to 
a man’s wife and also his children. Mr. 
Blackwell said he had made considerable 
use of this policy and particularly dur- 
ing November and December, using both 
policyholders as references and cold 
canvass. The policy lends itself espe- 
cially to a cold canvass opening, as it 
has the sentimental appeal and applies 
particularly at that time of the year, he 
pointed out. 

The birthday policy can be used as an 
approach to policyholders where the 
agent knows the date of the wife’s 
birthday, as the prospect is very likely 
to have a birthday present for her that 
night, or, as he is going to take her out 
to dinner and a show and if you sug- 
gest the birthday policy for her espe- 
cially on her birthday, it comes in at an 
appropriate time’and is very apt to be 
given consideration, he said. This also 
applies where the agent knows the date 
of the prospect’s children’s birthdays. 


Caution on Small Policies 


“T want to caution you, however, on 
writing these Christmas and birthday 
policies for $1,000,’ Mr. Blackwell said. 
“Some companies won’t hold less than 
$1,000 in trust. Some companies de- 
duct the balance of the annual premium, 
at the time of the insured’s death. If 
you write a $1,000 Christmas or birth- 
day policy under interest option, paying 
the interest to the wife at Christmas 
or on her birthday and providing that 
the interest continue to the children at 
Christmas after the wife’s death or the 
proceeds to be paid to the children in 
cash after the wife’s death, you may find 
it can’t be done, because if part of the 
year’s premium has been paid, it will be 
deducted, and the net proceeds won’t 
amount to $1,000 and the company won’t 
hold the funds in trust, having less than 
$1,000, and ‘blooey’ goes your Christmas 
policy. The answer is, write them for 
$1,100 or $1,200.” 


F.H.A. Opens Opportunities 


The vacation policy applies particu- 
larly where a man wants to provide his 
wife with a vacation fund, each year dur- 
ing her lifetime. The grandfather pol- 
icy is for men who have grandchildren. 
These older men can be approached on 
the subject of providing either a Christ- 
mas gift policy or a birthday policy for 
his grandchild by which the latter will 
remember his granddad as long as he 
lives. 

Mortgage insurance applies to any 
purchaser of a home but can also be 
used as a business proposition where 
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buildings have been purchased for in- 
vestment or business purposes. Under 
the FHA setup, the convertible family 
income policy lends itself beautifully as 
a mortgage policy, Mr. Blackwell said. 
The FHA combines amortization, in- 
terest, and other expenses, and arranges 
for monthly payments over a period of 
about 20 years. The family income pol- 
icy may be written for a monthly in- 
come, equal to the FHA requirements 
and if the insured dies during those 20 
years, the family has an income suffi- 
cient to meet the FHA payments. Mr. 
Blackwell told of one policyholder who, 
through this mortgage insurance ap- 
proach, ultimately purchased other in- 
surance to the extent of $300,000. 

One of the best sources for prospects 
for charity and institutions insurance is 
a newspaper, Mr. Blackwell said, al- 
though of course where a man wishes 
to specialize in this form of insurance 
there are many lists available showing 
those who contribute to the different 
charities and institutions. 


Taxes Require Study 


To do justice to tax insurance a man 
should have a fairly good knowledge 
of his subject, and this requires consid- 
erable study, the speaker said. 

Business insurance prospects for pack- 
age sales are proprietors, partners in 
partnerships, stockholders in closed cor- 
porations or key men in large corpora- 
tions. Mr. Blackwell said he wrote a 
$30,000 case, cold canvass, on two part- 
ners as the result of reading a newspaper 
item. This later resulted in personal in- 
surance of $175,000 on the senior partner 
and $50,000 on the junior partner. In 
another case a policyholder and two 
others started in business for themselves 
and placed a total of $200,000 business 
insurance on the three lives. 


Uses Audits As 
Prospecting Aid 


(CONTINUED FROM PAGE 3) 


vidually typed for each client, rather 
than relying on forms. He pointed out 
that every agent should program his 
own insurance first before attempting to 
program anyone else’s. 

Another valuable idea in making up 
programs and audits is to use legal 
terms rather than insurance terms. For 
example, he does not use the terms “set- 
tlement option’ or “mode of settle- 
ment” but “trust agreement.’ For one 
thing, many of Mr. Barres’ clients are 
young lawyers, and of those who are 
not, many will be consulting lawyers 
about their estates as they get older 
and accumulate larger estates. Then, 
too, people seem to be more willing to 
accept the technicalities of legal lan- 
guage than they are to familiarize them- 
selves with insurance technical terms, 
he finds. 

A small item that is often helpful in 
setting up educational settlements, Mr. 
Barres has found, is where the money 
is to be paid out over four years or 
eight years if the child is to go to pre- 
paratory school as well as college, is to 
hold the excess interest and present it 
as a graduation gift instead of having 
it paid out as it is earned, which means 
that the excess interest grows smaller 
at each payment. It does not mean very 
much if paid out so that it only in- 
creases the regular monthly payments, 
but if held at interest until graduation 
this excess interest can amount to quite 
a substantial sum, which may be very 
welcome in bridging the gap between 
college and getting started in the busi- 
ness or professional world. 

Mr. Barres substituted for R. U. Red- 
path, also of the McMillen agency of 
the Northwestern Mutual, who had to 
undergo an appendicitis operation short- 
ly before the meeting. 





Texas Statement Corrected 


It was stated in a recent issue that 
the Massachusetts Mutual returned to 
Texas in 1933. This is not the case. 
The company is not in Texas. 





Littlejohn Case 
Nearing the End 


(CONTINUED FROM PAGE 3) 


blackmail the eastern companies by pre- 
senting adverse reports on them. 

C. D. Dunne, son of James E., on the 
stand for the government, asserted that 
he told Mr. Sullivan last July that he 
(Sullivan) was making a frightful 
blunder in the book, and that no one 
wanted to buy it. He said he had been 
contacting small life companies but that 
they were not interested in the “Index.” 
He quoted Mr. Sullivan as stating that 
the small fellows would be interested 
and pleased when they saw the adverse 
reports on the big eastern companies. 

He also quoted Mr. Sullivan as say- 
ing it might be possible to shake down 
the big companies from $50,000 to $100,- 
000. 


Fireworks Flash Between 
“Pete” Dunne and Sullivan 








(CONTINUED FROM PAGE 3) 


Sabath committee ran short of funds and 
did not continue its investigation at Chi- 
cago, but expects to get a new appro- 
priation from the present Congress. It 
was claimed that through this affidavit 
of C. D. Dunne it was hoped to smash 
either the Sabath committee or elimi- 
nate Mr. Sullivan as the prosecutor. 

Mr. Sullivan was placed on the stand 
to justify Mr. Littlejohn’s processes, lit- 
erature, policies, claiming they were ac- 
tuarially correct and that there was no 
misrepresentation. 


Inspectors Went to Louisville 


Then it is stated that postoffice in- 
spectors went to Louisville to interro- 
gate C. D. Dunne regarding his state- 
ment and told him that he was needed 
at Springfield as a witness. Mr. Dunne 
was reluctant to go voluntarily and 
hence he was told that he would be 
subpoenaed under a federal writ. There- 
fore subpoenaes were issued to him, F. 
T. Ferguson, who is on the masthead of 
the “Insurance Index,” as managing edi- 
tor, an office boy and a clerk, who were 
supposed to have overheard the conver- 
sation. 

They arrived in Springfield and as Mr. 
Sullivan was entering the court room 
he saw Mr. Dunne and his cohorts. Mr. 
Sullivan then addressed Mr. Dunne as 
a “rat” and inquired whether he had his 
gun with him. Mr. Dunne replied in 
the negative. He then asked whether 
his companions, to whom he referred as 
“lice,” had guns. Then Mr. Sullivan 
told Mr. Dunne that he had every justi- 
fication to have a warrant issued charg- 
ing him with perjury. 

Later Mr. Sullivan inquired of the 
United States marshal whether he could 
get such a warrant in order to have it 
served before Mr. Dunne got out of 
town. 


Dunne Went on the Stand 
Mr. Dunne was placed on the stand 


_and claimed that Mr. Sullivan did make 


statements that he alleged in the affi- 
davit. Under cross examination it is 
stated that Mr. Dunne acknowledged 
that he told his father that Mr. Sullivan 
was a blackmailer. Mr. Littlejohn’s at- 
torney asked him what position his 
father took. Young Dunne said that 
he told his father that either he would 
have to discharge Mr. Sullivan or he 
would leave. For the nonce young Dunne 
left the organziation as J. E. Dunne kept 
Mr. Sullivan. Later C. D. Dunne re- 
turned to the parental fold. 

Mr. Sullivan denied the Dunne allega- 
tions in toto as slanderous and infamous. 
He pointed out that he would have no 
good reason to try to “hold up” com- 
panies as he was not the head of the 
enterprise. He declared the whole 
scheme ‘was a frameup by aggrieved 


company officials who acted in con- 
spiracy with the Dunnes. 
The government attorney later on 


arose and said that he had a statement 
to make to the court. He then an- 
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nounced that a warrant had been issu) 
for Mr. Sullivan’s arrest for intimidy, 
ing a government witness. The upshg 
of the matter was that Mr. Sullivan yal — 
placed under arrest and is now out und . 

bond. He was in Chicago Monday ane High 
left for Philadelphia that afternoon jp to. 
resume his work in getting out report ” 
with David Gilbert, his partner, autho, 






































of “Life Insurance, a Legalized Racket’) LIN 
The reports are to be in loose leaf forn} Royal 
and it is thought will contain sensationy} ) from 
matter. Mr. Sullivan will spend con.f) under 
siderable time at the Pennsylvania jp.f) fratert 
surance department, delving into th) mutua 
annual reports as most companies hay} comin} 
refused to send him copies. > Legis! 
Mr. Sullivan has been referred to the has be 
federal grand jury. BA vot 
Expects to be Indicted a i 
Mr. Sullivan expects to be indicted by see 
the federal grand jury at Springfield ani Be gysten 
if the case comes to trial he declares he B) arrang 
will have witnesses subpoenaed that he ques : 
has been anxious to get on the witnes fF cach 
stand. He asserts that he will probe int) BF caid + 
the relationships of the A. M. Best Com > <everz 
pany, and James E. Dunne with certain qeath 
companies and he expects also to sub-— of gr 
poena officials of companies where hf will b 
claims that some underground systemf— jenefi 
has been operating. 4 
Senate Hearings on Code [| 
° 2 Da 
Are Concluded This Week| ie 
© under 
(CONTINUED FROM PAGE 7) SF meas' 
municipal investment features are con-—  s¢ssi¢ 
sidered liberal enough and the paymentf week 
of sick benefits is permitted. Minn 
Those who spoke in favor of the code brous 
at the senate hearing last week were} of T 
Attorney Joseph Braun, who repre} 1h 
sented the Chicago Motor Club; Henry} of th 
S. Moser of Chicago, chairman insur-| > ""e" 
ance committee Illinois Bar Associa-|— ‘der 
tion; A. V. Gruhn of Chicago, general!) '° P 
manager American Mutual Alliance secre 
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E. V. Mitchell, vice-president Continen- |” 
tal Casualty and Continental Assurance; | 
Chase M. Smith, counsellor Lumber- |~ 
men’s Mutual Casualty and National- 7 
Retailers Mutual Fire; Russell Matthias, 7 
secretary Illinois Fraternal Congress; ~ 
Don Coyle, North American Union, 

Chicago fraternal; Frank Bowen, in- 
vestment banker; C. F. Axelson, North- 
western Mutual Life, representing the M 
Chicago Life Underwriters Association; 
John Taylor, Illinois Life Underwriters | 
Association; R. L. Benchley, attorney 
for the State Farm Mutual Automobile, 
State Farm Life and State Farm Fire 


of Bloomington; George H. Shirmer, J - a 
vice-president and general manager p> ipl 
Mid-West Auto Underwriters of Free- fF of ii 
port, Ill., who is also secretary ot the chat 
Illinois Auto Insurance Association, an ; 
organization consisting of 20 indepent- om 
ent non-affiliated companies writing au- | 

tomobile insurance, and Mr. Walsh. F ‘ 
Women’s Catholic Order of Foresters : 

of Chicago. : 








Joseph Gross of New York aR 
Sets Production Record 











Joseph Gross, who joined the C. B. 
Knight Agency of the Union Central 
Life, New York City, as a personal pro- 
ducer in January, 1914, last week 
reached his 1,000th week of consecutive 
weekly production, a record which ¢x- |~ 
tends 19 years. On many occasions he Ej 
has produced more than one application |~ 
a week, his best record being 31. He }s | 
a charter member of the $500,000 club, © 
organized in 1931, and also of the $250, 4 
000 club. i 

At an agency meeting last Monday 
the entire session was devoted to dis 
cussion of Mr. Gross’ achievements. I 
1917 the late C. B. Knight started the 
consecutive weekly production honot © 
roll in the agency in order to stimulate 7 
production among his men and to re 
ward those who produced business each 7 
week over a period of 10 weeks. Mr. © 
Gross was one of the first to appear 00 7 
the list and his name has. stayed there | 
consistently. 
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inimi!)~—- LEGAL RESERVE FRATERNALS 
livan ya. —— 
ou : he ; ar f Peay ~ 
nday aa Highlanders Get Permission ing ly from Mississippi, Louisiana 
t rui{) to Mutualize—Vote April 24 rome 
, autho, fl | Juvenile Bill in Connecticut 
ree - eee | 
Racket" | LINCOLN, NEB., March 25.—The | The bill before the Connecticut legis- 
leaf formf Royal Highlanders has secured a ruling | lature permitting fraternals to admit 
‘Nsationalf | from Insurance Director Smrha_ that | juveniles to membership was supported 
end con. fy under section 44-415, a long existing law, | at a hearing by 50 representatives of 
Vania jn.) fraternals may be ‘transformed into a | societies. Commissioner Blackall said 
into the > mutual legal reserve without first be- | he was yet ready to take a stand in the 
lies hayef coming a cooperative non-profit society. | matter. Possibly, he declared, the de- 
Legislation to eliminate the provision | partment will recommend either liberal- 
d to thf has been pigeonholed by the legislature. | ization of the law, as asked in the bill, 
'\ vote of policyholders is to be taken ! or a reduction in the amount of insur- 
| April 24 on the proposal. Notices and | ance permissible. 
licted } proxy ery: are now omg: — = 
VE along with the statement that the lodge . 
field and oe i is dead, and that under the new Returns from Florida 
lares he B arrangement the per capita and lodge |  R. H. Matthias, secretary  Llinois 
that he dues amounting to around $6 a year for | Fraternal Congress and Chicago attor- 
witnes Beach will be eliminated. Mr. Smrha | ney, has returned from a vacation spent 
Obe into BF) said the society had been dormant for | in Hollywood, Fla. Mr. and Mrs. Mat- 
St Com- fF several years, and loss of members by | thias went there because of the health 
| Certain F death and otherwise was working a form | of their son, R. H., Jr., who is recover- 
to sub of gradual liquidation. As a mutual it | ing from an attack of appendicitis. 
here he will become active in the field and thus | 
System fF henefit policvholders, he believes. O. KE. Aleshire, head of the Parker, Ale- 
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Week | 













Exemption Is Predicted 


Passage by Congress of the bill ex- 











' empting fraternals from paying taxes 
re a under the social security act and the 
) ' measure’s signing is predicted at this 
re conf session. A bill was introduced last 
ayment} week by Representative Knutson of 

) Minnesota similar to the bills already 
1e code f brought up in the Senate by Sheppard 
< were 4 of Texas and others. 
repre} The bills would permit office employes 

enry| of the fraternals to receive benefits for 
insure} ) wnemployment and old age under the 
ssocia-| federal act and employes would continue 
reneral| to pay taxes from their wages. The 
liance; | societies, however, would not have to 
itinen- |) pay. it being contended that as fraternal 
ance: |) Organizations they should not be re- 
imber- |) ‘uired to do so. Agitation for such ex- 
tional: | ¢mption followed a ruling in February 
tthias | by the social security board that frater- 
ress: | nal office employes came under pro- 
Union, visions of the act. 
n, in- 2 
_— Honor Harris in Alabama 
ation: | Members of the north Alabama agency 
riters |. Of the Praetorians honored J. N. Harris 
orney | Of Dallas, national executive vice-presi- 
bile, F dent and field manager. at a luncheon 
eee in Birmingham. March is “John N. 
‘rmer, Harris month” in the Praetorians. 
nager Commissioner Julian spoke on the prin- 
Free- cioles of state and federal supervision 
f the of insurance operations. Some 40 south- 
n, an eastern representatives attended, includ- 
pend- F- 
x au f- 
‘alsh, SOME 
sters 

PERTINENT 

k ||. | FACTS ABOUT 

4 
rd | Supreme Forest 
o WOODMEN CIRCLE 
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@Total Membership 134,803 
Enrolled in 1936 alone 25,096 























Total Protection $108,660,736 
Written in 1936 


re 14,170,968 
Benefits Paid 
since 1895 37,156,980 
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Dora Alexander Talley, President 
Mamie E. Long, Secretary 
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| shire & Co., 
| urer of Modern Woodmen, 





of Chicago and treas- 
has returned 
visit in 


agency 


to his office after a month’s 


Claremont, Fla. 


Prceducers Should Be Given 


More Salesmanship Training 


(CONTINUED FROM PAGE 2) 
points out of 1,000 points. In other 
words, to get from average to best 
means a step up of only 10 or 15 percent 
toward perfection, not as great a dis- 
tance as it would seem.” 

General Agent R. W. Hoyer, Colum- 
bus, O., talked on supervising an old or- 
ganization. Mr. Hoyer’s methods are 
unique and a product of his own per- 
sonality. He believes in keeping his 
agents excited all the time. He carries 
on a voluminous personal correspond- 
ence with his men, has an honest inter- 
est in the lives and fortunes of all of 
them, and his dealings with them are 
packed with inspiration. 


“Must Make Salesman 
Believe He Is a “eader” 


“My agency is no app-a- -week organiz- 
ation. Three apps-a- week is the goal,” 
said Mr. Hoyer. “I find out what rea- 
son every man has for wanting to be 
a success—and I know them all well 
enough personally, so that I can find 
out—and I keep him excited over get- 
ting there. I tell a man that he is the 
best salesman in town, because he is, 
whether he knows it or not. Making 
him believe it half the battle of 
building him into a leader. Every man 
who is worth his salt has enough good 
qualities in him to make him stand out 
in a crowd. Develop those qualities and 
you've an agency force to be proud of.’ 

Illustrations of methods of supervision 
were: given by General Agents W. I. 
Pittman, Birmingham, Ala.: C. A. Ma- 
cauley, Detroit, and H. S. Haskins, Des 
Moines. Mr. Pittman warned against 
methods which trv to make all agents 
alike. “A man’s individual characteris- 
tics.” he said, “are his most important 
asset, and he should be given an oppor- 
tunity to develop them.” 


Financing Method Given, 
Should Aid Good Agents 





1s 


“The question of financing is one 
which must be considered,” said Mr. 
Wood, “since so many _ prospective 


agents are lacking in the proverbial three 
months’ reserve. Another reason is the 
‘lag’ in income which an agent suffers 
in getting started. There are certain gen- 
eral principles, which can be followed. 
It is wise, if possible, to advance against 
business, rather than against time. If 
you are advancing against time, rather 
than against business, it is good prac- 
tice to have a preliminary period of 
training and selling without any financ- 
ing, agreeing to finance for a minimum 
amount for a period of time after the 








preliminary period. This period should 
be ideally three months., Those who do 
not produce during that time could be 
thus eliminated without loss. 

“If it is found advisable to shorten 
the preliminary period, then it should 
be required that a minimum number of 
cases should have been written during 
the period agreed upon. If your financ- 
ing agreement called for two months 
without financing, followed by financ- 
ing, if at least one case had been paid 
for, you would be eliminating out of 
each 100 agents, 28 who never paid for 
any business; 26 who did not pay for 
any until after the first 20 months. This 
would make a total of 54 who never 
were financed, and out of the remaining 
46 some would sell enough to remove 
the need for financing, a few would have 
quit, and you would have eliminated a 
few more. This method should result 
in a selection in the manager’s favor.” 


California Agents Subject 
to Unemployment Fund Tax 


SACRAMENTO, CAL., March 25.— 
Insurance agents, brokers and solicitors 
are subject to the California unemploy- 
ment tax and are to be considered as 
employes, according to a state announce- 
ment. Formerly they had been ruled to 
be independent contractors and not sub- 
ject to the tax although a number of 
the companies have been making deduc- 
tions and setting up the required sum 
under the tax. The most recent ruling 
states that unless an independent con- 
tractor’s relationship is shown, all 
agents, brokers and solicitors must come 
within the provisions of the unemploy- 
ment act. 


Industrial Insurers’ Meeting 
It is expected that 150 executives will 
attend the annual meeting of the Indus- 
trial Insurers Conference at Grove Park 
Inn, Asheville, N. C., May 13-15. O. E. 
Starnes, vice-president Imperial Life of 
Asheville, is president. 
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STREAMLINED SALES METHODS STRESSED 


(CONTINUED FROM PAGE 6) 





be—whenever a general agent finds it 
easy to get good men it will mean a 
mediocre agency. The men out of job 
represent the dregs, we don’t want 
them. There are 70,000 men and women 
leaving the insurance business every 
year in the United States, they are the 
ones who should not have been hired. 
Higher compensation has been sug- 
gested for agents, but more commis- 
sion, or salaries, will not solve the re- 
cruiting problem. 


- rend to Younger Men 


“We are now conducting a study of 
recruiting throughout the country and 
making up a record of our findings. Of 
100 prospective agents we find one in 
20 is hired. The trend is toward younger 
men, who may be molded to the work. 
However, there is the other side that 
young men can’t take it. But all in all 
the young man is our best bet. Take 
them and train them in some way, the 





general agent must find the way, with 
patience. Perhaps the first year’s com- 
pensation will have to be revised, but 
that will not be the whole story.” 

R. B. Coolidge, superintendent of 
agencies of the Aetna Life, spoke on 
“Client Building.” “What is the differ- 
ence between the moderate producer of 
$100,000 and the large producer of 
$500,000 and over?” asked Mr. Coolidge. 
“Ts there a difference in methods? No. 
There might be many differences of 
one sort and another and many varia- 
tions. But, if one studies the large pro- 
ducer he might find things not done by 
the lesser producer, in the same mea- 
sure. There is a fundamental formula, 
the big producer emphasizes the sav- 
ing of time; efficient prospecting and 
organized selling. These things prac- 
ticed by the smaller producer should 
carry them into the higher brackets. 
Some of the hardest workers have never 
gotten into the $200,000 class. And 
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the largest producer is not always the 
better salesman. 

“Not enough time is spent by the 
average agent in planning the ultimate 
objective. Two considerations are up- 
permost, the factors of business and per- 
sonality, in writing big volumes. Be well 
grounded in your knowledge of busi- 
ness, and business insurance. Don’t 
underestimate its importance. You can’t 
‘know too much of business. The higher 
you get in production the more you 
will need a profound knowledge of busi- 
ness. The personal factor concerns it- 
self with client building. You should 
establish a professional standing and 
quality. Probably 85 per cent of the 
sales of the large producers come 
through their personality factor. Make 
friends of your policyholders and make 
policyholders of your friends and use 
every means of enlarging your circle of 
friends and acquaintances. Develop the 
idea of taking an interest in your pros- 
pects and their activities and thoughts. 
There is something wrong with the 
agent who will not contact his friends 
for life insurance and give them the 
same wholehearted attention he would 
give any other prospect. Your friends 
need life insurance and are going to buy 
it and if you don’t sell it to them you 
are falling down in their estimate of you 
as a life insurance man. One method of 
getting business is by putting your ac- 
quaintances under obligation to you, ap- 
plying it to every contact you have 
with the public.” 


Wright Tells Methods 


Harry T. Wright, Chicago, associate 
general agent of the Equitable Life of 
New York, and a Million Dollar Round 
Table member told “How to Substan- 
tially Increase Your Production in 
1937.” 

Irvin Bendiner, New York Life agent 
at Philadelphia satirized the unsuccess- 
ful agent and told how to be a success- 
ful failure: 

i. Be dissatisfied with your career. 
2. Learn to apologize for being in the 
business and admit you are ashamed 
to be in it. 3. Follow the daily news- 
papers for alibis—note the weather fore- 
cast particularly. 4. Take your worries 
seriously, worry about your work, your 
family, etc. 5. Pay absolutely no at- 
tention to education. Stay away from 
books and publications, they are a snare 
and a delusion. 6. Learn to criticise. 
You're entitled to say what you think. 
7. Learn to be a nuisance, a bore and a 
pest. Never read your policy or rate 
book, never Jook up anything for your- 
self. Ask someone else in the office, ask 
everyone else. 8. Take no advice from 
anyone. 9. Never give the prospect a 
chance to talk. 10. Under no circum- 
stances ever pay any attention to a con- 
test held by your company or your 
agency. At no time fill your quota, be- 
cause it will be increased. 


N. Y. Savings Bank Insurance 


Measure Again Introduced 


(CONTINUED FROM PAGE 7) 


to paid up insurance ‘prescribed in the 
policy or the cash surrender value 
thereof. 

Under the bill the superintendent pre- 
pares the forms of policy, determines the 
reserves, rates, terms and_ conditions. 
The superintendent is to prepare all 
blanks required for the transaction of 
the business. 

Apparently this work is to be per- 
formed without charge, but the bill pro- 
vides for a medical and actuarial direc- 
tor to regulate the insurance depart- 
ments of banks who shall be paid pro 
rata by the insurance departments of 
savings banks based upon the amount of 
business of each such department during 
the previous fiscal year. 

The iusurance departments must set 
up out of profits, if any, a surplus for 
contingencies and emergencies which 
shall eventually equal 10 percent of the 
authorized legal reserve. 

The only tax would be the tax now 
imposed on the value of the surplus of 








savings banks and undivided earnings 
six-tenths of one percent. 


LITTLE DANGER IS SEEN 


NEW YORK, March 25.—Little dap. 
ger from the Joy bill to permit Savings 
banks to write life insurance policies j; 
seen by life men here. For one thing 
the legislature is due to adjourn aroun( 


April 20, according to present plans, anj 


there has been talk of a recess from noy 
until April 5. Even with much stronger 
backing and less strenuous opposition 
than it has, the Joy bill would have dif. 
ficulty escaping being lost in the shy. 
fle between now and adjournment, 


Opposition Well Organized 


The opposition to the bill on the part 
of life insurance interests is well organ. 
ized and is particularly strong in the 
assembly. In contrast to other savings 
bank insurance bills, the Joy bill was re. 
ferred to the banking committee rather 
than the insurance committee. This 
means that the insurance representatives 
have to deal with legislators with whom 
they are not so well acquainted. Hoy. 
ever, savings banks of the state are uni- 
formly opposed to the idea of writing 
insurance, their attitude being that, while 
they appreciate the legislators’ wanting 
to give them the privilege of writing in. 
surance, they feel that they have enough 


on their hands with their own problems, 


and that life insurance is a highly spe. 


cialized business which they would not § 


want to enter, particularly in the half. 
way fashion contemplated by the sayv- 
ings bank life insurance bill. Even if 
the bill should become a law, New 
York state savings banks undoubtedly 
would refuse to take advantage of it, 


Small Group Favors It 
Senator Quinn of New York City, 


Senator Livingston, and a few other 
members of the legislature have shown 


a strong animus against the life com- — 


panies, particularly the industrial com- 
panies, and appear to be out to make 
things as uncomfortable as possible for 
them. 

In addition, an active backer of the 
savings bank life insurance idea is Miss 
Susan Brandeis, New York lawyer 


whose father. now a member of the | 


United States Supreme Court, was the 


moving force behind the Massachusetts [ 


savings bank life insurance plan. 


Don Irwin has been appointed agent 
in Utiea, N. Y., for the Provident Mutual 
by General Agent W. E. Cunningham of 
Syracuse. Mr. Irwin was formerly with 
the Metropolitan. 
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enw Convincing Answers to Four 
POSition e * Gi 
lave dif. 
se WObjections Are Given 
ent, ; 
Answers to four common objections | you can build this reserve: 3onds, 
the part Be met by the life insurance agent were dis- | stocks, real estate, mortgages, building 
Organ- Pe cussed at the business getters clinic of | and loan, savings accounts, insurance. 
in the Pathe Pittsburgh Life Underwriters As- | But this reserve or back-log should 
Savings MH cociation. ‘The Pittsburgh Supervisors | come under very strict qualifications: 
was re Club with D. W. Hooton, associate gen- | 1. It should be absolutely safe. 2. 
> rather [eral agent State Mutual, presiding, spon- | Should yield a fair return comparable 
This Pi sored the meeting. Ralph G. Engels- | with the safety. 3. Should relieve the 
ntatives P¥ man, Penn Mutual general agent and | owner of any further reinvestment prob- 
1 whom president of the Life Underwriters As-| lems. 4. Should be \unshrinkable. 5. 
How sociation of New York City, contributed | Should be available at all times to meet 
are uni to the discussion. A composite of the | the contingencies that we just men- 
Writing J) various answers suggested follows: — ee ee 
t, whi s * . “Now, which of these methods do you 
cola el have a friend (or relative) in the feel will best qualify for your use in 
ting in- © business. . F aes building ‘your reserve—remembering the 
enough Being unable to avoid this objection, restrictions and qualifications that we 
oblems, and assuming that it is a_bonafide one, | have just mentioned.” 
ly spe. fm the best method cof meeting it 1s with Agree with the prospect, that he 
uld not By the “yes—but”— That being the case, | should rebuild his reserves. All that he 
ie half. I can very well appreciate your position. | needs is time and life insurance pro- 
1e say. @ It certainly is not my purpose to dis- | vides such a means. If he plans to set 
even if turb the good work of another under- | aside $100 per month in his sinking fund, 
. New fa writer. I know many concerns who | suggest that he save $98.50 instead and 
abtedly f) bave their own auditors occasionally call | use the $1.50 balance to pay for term 
f it in outside auditors. If everything is in | insurance to provide guaranteed comple- 
; order, their confidence is increased in| tion. Then consider the $98.50 and 
their own auditors; if not, they then | point out that by putting this amount 
: City, want to know more about it. That is} into life insurance he has a safer and 
other my position now. For example, I won- | petter investment than any other means. 
shown [der if you have had this idea brought | Then going back to the $1.50, combine 
> com to your attention?” (It is then your | the two sums and sell the prospect a 10 
| com- move to give him a constructive idea in year endowment. 
- Make an effort to gain his eine : h |. The social security plan will provide 
ble for _ “Lam glad to hear it. ow much | for my future, and I won’t need any 
insurance are you planning to buy from more life insurance.” 
of the your friend? None at present, you say: I sabes Gatco 
S Miss Then, if I am able to point out to you ' n most cases this objection is mere- 
lawyer a definite need and a definite way of | \Y 4 stall a oe a gr! pie Psa 
of the | filling that need right now, and as a re- tion to the consideration of ac itiona 
as the |) Sult you should decide to buy more life life agin oes : However, in one _in- 
iusetts |e imsurance, I should get the credit, aaaete —— it is a sincere objection, 
shouldn't I? Especially as you have we must harmonize our interview with 
) just said you don’t intend to buy insur- the principle of the social security act 
ance of your friend anyway.” and compliment the individual on 
neve 2 ; , the fact that he will be a participant. 
Mutual I haven’t had time to rebuild my re- | Make him feel that we are entirely in 
am of serves and won't undertake anything else | sympathy with the purpose of the act 
y with [) until I am in good shape again.” and that by the passage of this bill the 


“Isn’t it true, Mr. Prospect, that you 
desire to build up your reserves to es- 
tablish security for yourself and family? 
While you are in this rebuilding stage, 
your need of protection is greatest. 
Many men tell me, Mr. Prospect, be- 
cause of their lack of reserves they find 
a plan of this type an absolute neces- 
sity. You and I don’t take any chance 
during this rebuilding period—Our chil- 
dren and their mothers take the chance. 
They don’t need to take that chance, 
however, for you can rebuild your re- 
serves and protect them at the same 
time. We will grant you an option, at 
a trivial cost, on this plan until such a 
time as you have your reserves built up. 
How long do you need? 

a 

_“I agree with your point of view en- 
tirely and I’m glad you brought up the 
matter of reserves. You know, to me 
that is the most interesting angle of 
any business. First because every busi- 
ness, whether corporation or personal, 
r needs a reserve which will serve as a 
backlog in any emergency. Isn’t that 
right? And the second interesting phase 
is the different view points and methods 
of building this necessary’ reserve and 
What requirements it should meet. 

From the personal angle there are 
very definite reasons why one should 
have this reserve fund: 

1. To take care of one’s old age re- 
quirements, 

2. To supplant earning power in the 
event of illness or disability. 

. 3. To provide income for one’s family 
in the event you do not live to meet your 
responsibilities, “ 

Now there are various ways by which 


















government has finally recognized the 
importance of continuity of income and 
that this is a grand endorsement of all 
that life insurance stands for. 

Present Exact Information On 

Social Security Act 

From all ‘the material that has been 
published it is very easy to obtain the 
exact amount of deposits that will be de- 
ducted and the amount of income that 
will be paid to the recipient at age 65. 
There is a great deal of misinformation 
as to the exact amount of money that 
each person will receive at age 65. When 
we study these tables we find that in 
most cases it is a surprisingly low figure. 
The object then is to use, our sales 
strategy to enlarge the income to be 
provided from the federal source so that 
the income he will receive from social 
security plus his life insurance will be 
somewhat commensurate with what he 
really needs. 

Sell the prospect on the idea of re- 
tiring at age 60 rather than wait until 
age 65 when his federal plan will start. 
By retiring at age 60 it is true that he 
is contributing five years less to the 
total plan, but the difference in the total 
income received by stopping at age 60 
is so small that this makes very little 
difference. Therefore, sell him enough 
insurance on an income basis so that he 
will ‘have an income from age 60 to 65 
of approximately the same amount as 


| he will have starting with the govern- 


ment at age 65. It is true that this would 


| be a small policy, in most cases of from 


| $3,000 to $7,000, but again if we are 


working with people who raise this ob- 
jection, this to them is not a small 
policy. 





Ask the prospect what monthly bene- 
fit he expects at 65. From this deter- 
mine in what income bracket the pros- 
pect falls. Then proceed to sell him life 
insurance to close the gap between what 
he would like to get and what he prob- 
ably will actually receive. 

People Assume They Will 

Work Continuously 

People wrongly assume that they will 
work every day of every year until they 
are 65, and that their present salary will 
continue throughout the period. Sug- 
gest life insurance to serve as a backlog, 
or to supplement the expected income 
at 65. 

Continued employment after 65 will 
not increase monthly benefits under the 
social security plan. If the income is 
insufficient, and it probably will be, now 
is the time, through life insurance, to 
build up the required difference to be 
paid at the retirement period. 

Almost half the working population, 
under the present plan, are not even 
included under the provisions of the act, 
and through the governmental emphasis 
on society’s need for old age security, 
should be motivated to provide for in- 
dividual social security through life in- 
surance. 7 

Use an emotional appeal. Point out 
that a small cash outlay in life insurance 
will build a private income, which when 
added to the minimum social security 
benefits, will lift the policyholder out of 
the common herd and provide the means 
of enjoying a higher standard of living 
at retirement age 65, or earlier. 

My family has gone without things 
for so long that we’re going to have 
some fun before we buy life insurance. 

“T agree with you entirely, sir. The 
last five years have certainly been try- 
ing ones and you are to be congratulated 
on wanting to give your family some 
relaxation and pleasure now that condi- 
tions are improving. If you could pro- 





vide the things which you contemplate 
for your family and at the same time 
provide the protection which you feel it 
is necessary for them to have, you would 
undoubtedly be interested in a _ plan 
which would make this possible. I would 
suggest, therefore, that you take an op- 
tion on the insurance at an exceedingly 
low cost—thereby, giving you the bulk 
of your cash to be used as you desire— 
however, still protecting your loved 
ones. In the course of a year or two 
you can take advantage of the original 
date of issue, thus saving your present 
age rate and get credit for premiums 
paid on the optional contract.” 

“Sir,, I agree with you entirely that 
since. you and your family have gone 
without things that now they should 
have fun and some of the pleasures of 
life. You are to be congratulated that 
you are in a position to provide this 
pleasure for your family, and I am sure 
a man of your intelligence and respon- 
sibility will want to make sure that your 
family doesn’t experience the hardships 
you have recently overcome. To be spe- 
cific, you are too wise to be caught once 
and not to take precaution that this 
doesn’t happen again! I believe you will 
agree with me that the real pleasure of 
life is to live comfortably and to antici- 
pate the accomplishments of your life's 
objectives, especially if it is possible to 
guarantee security for you and your fam- 
ily at the same time.” 

“A few cents a day extra in a life 
insurance policy will insure the wife and 
children their good time, or at least rea- 
sonable necessities, if by chance you are 
taken out of the picture.” 

“By buying just one less dress for the 
cruise, by purchasing a slightly less ex- 
pensive car, by cutting out little ex- 
travagances, the money saved may be 
used to guarantee the future pleasures. 
Many people buy things they don’t need, 
with money they don’t have, to impress 
people they don’t like anyhow.” 





Sales in Changing Economic 
Plan Debated in Detroit 





DETROIT, March 25.—‘“Selling Life 
Insurance In a Changing Economic 
World” was the theme of the sales con- 
gress held here under auspices of the 
Qualified Life Underwriters. Uncer- 
tainty as to availability of hotel accom- 
modations due to a hotel strike which 
closed downtown hotels earlier in the 
week considerably reduced attendance, 
but more than 400 agents from Detroit 
and surrounding cities and towns were 
present. Staff Hudson, associate general 
agent Aetna Life and program chair- 
man, presided. 

President H. B. Knaggs, New Eng- 
land Mutual, extended welcome. Mr. 
Hudson sounded the key-note. G. H. 
Thobaben, Cleveland, managing direc- 
tor Cleveland Life Underwriters Asso- 
ciation, spoke on “What Does It Mean 
To You,” outlining accomplishments of 
the Cleveland organization and exhibit- 
ing samples of publicity used to reach 
members with the story of what the as- 
sociation is doing. About 50 members 
are kept informed through attendance 
at committee meetings, while not more 
than 50 per cent attend meetings regu- 
larly. The remainder must be reached 
by news bulletins, which should be at- 
tractive, striking and different from the 
usual run of mail in order to attract their 
attention, he said. 

C. C. Robinson of Cincinnati, editor 
“The Insurance Salesman,” talked on 
“Developing Centers of Influence.” At 
least 85 per cent of the average success- 
ful agent’s business is a direct result of 
his personality, standing in the com- 
munity and centers of influence, he said. 
He related a number of means employed 





by successful agents in developing cen- 
ters of influence. 

One agent uses “borrowed prestige,” 
selling many aggressive young business 
men and keeping in touch with them as 
they advance in their professions. He 
keeps a record of likely prospects and 
watches their progress. \In one case 
he called on the prospect’s superior in 
the firm and asked for an opinion as to 
the young man’s chances for success, 
this proving to be hopeful. The agent 
then went to the prospect, telling of the 
conversation and remarking that all 
senior officers in the plant carried ade- 
quate life insurance programs, much of 
it bought before they became senior 
executives. Buying insurance, he said, 
was one of the marks of character that 
were considered when advancements 
were in order. He sold the policy. 

One of the best methods of selling 
is to become known among friends and 
acquaintances as an expert in the line. 
Everyone likes to do business with a 
successful man Mr. Robinson said. 


Tells of $1,000 Agent Who 
Increased His Average 


An agent who sold many $1,000 
policies each year decided he wanted to 
build up his average sale, and went to 


j his general agent with the problem. The 


general agent suggested calling on 
bosses of policyholders, telling them he 
had sold insurance to several of the 
employes and would like to discuss it 
with them. It worked; he sold many of 
the senior executives. 

One man calls on centers of influence 
frequently and occasionally sends them 
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a letter stating that prospects with the 
necessary buying power are difficult to 
find and asking for names. This letter 
sent to ten men brought enough leads 
so the agent sold 20 policies from the 
fist. 

Another agent uses the -“inspection” 
dodge to get prospects from policy- 
holders. After he has sold a policy he 
calls on the policyholder and tells him 
it is necessary to get additional infor- 
mation. He asks for names of two 
friends as references. This yields ex- 
cellent prospecting material. Another 
pays a dollar for a Dun & Bradstreet 
report on his business insurance pros- 
pects, and makes good use of the in- 
formation in his selling. 

One agent who had trouble selling 





friends tackled the problem directly by 
asking for a luncheon appointment to 
discuss insurance. This approach re- 
sulted in 27 sales in a year. 

A. L. McCarthy, vice president and 
general sales manager Eureka Vacuum 
Cleaner Company, closed the morning 
session with a talk on “Selling With 
Man Power.” Many men qualify their 
prospects too closely, and as a result 
don‘t make enough sales, he said. He 
cited two of his men, both of whom were 
selling 75 per cent of the women to 
whom they demonstrated cleaners, but 
one made only 12 demonstrations and 
the other 14 in a month, whereas they 
should have made several a day. He 
sent them out with books on cleaning 
and cleaners, with instructions to leave 
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the book with housewives and return 
later to arrange a demonstration. Their 
demonstrations increased in number. 
Their sales average was not so high as 
formerly, but in the aggregate they sold 
more sweepers. The same thought ap- 
plies to the insurance business, he said. 

Managers too often pass up the little 
things that aid in motivating men to 
work harder. Men working under a 
manager always reflect that manager‘s 
type. If the manager is aggressive and 
enthusiastic, his men tend to be so. 
Never send a new man out alone, he 
said, but with a supervisor. The new 
man who meets rebuffs almost always 
will develop an inferiority complex. The 
supervisor can show him how easy it is 
to sell. 

J. M. Hudson, former government tax 
expert, now tax expert for a legal firm, 
at the luncheon conducted a symposium 
on taxation matters as applied to insur- 
ance. 


George Harris Finds Improvement 
In U. S. Conditions 


G. H. Harris, Montreal, public rela- 
tions director, Sun Life, talking on 
“The Outlook for Life Underwriters in 
1937,” said there has been vast improve- 
ment economically in the United States 
during the past four years. Great serv- 
ice to the country was rendered by in- 
surance during depression years, he said. 
No safer depository for money exists 
than life companies. English speaking 
democracies have 85 per cent of the life 
insurance in force and thus have the best 
possible safeguard from an economic 
standpoint. The United States and 
Canada have 7 per cent of the world’s 
population but hold 75 per cent of its 
life insurance. 

Statesmen talk about the way the 
government saved the insurance business 
by RFC loans during the depression, he 
said, but the largest total outstanding 
at any time was $43,000,000—about one- 
eightieth of 1 per cent of the total as- 
sets of the life companies on this con- 
tinent, and more than $40,000,000 has 
since been repaid. Insurance companies 
are paying the government over $80,- 
000,000 a year in taxes alone—twice the 
largest aggreate of RFC loans to the 
companies. 


Assured Security Found In 
Life Insurance Plan 


F. G. Bray, assistant general agent, 
New England Mutual, Chicago, gave a 
humorous address on “The Prospect’s 
Attitude Toward Life Insurance—1927 
vs. 1937.” 

Man has always been trying to find 
some form of property that will. bring 
him assured security, he said. For se- 
curity people need a type of property 
that will always be worth face value 
when it is needed. The agents’ job is to 
invest other peoples’ money in the finest 
form of secured property there is—life 
insurance. 


|\a.L.U. NEWS 


DEFER COAST CELEBRATION 


Celebration of the tenth anniversary 
of founding the C. L. U. movement has 
been postponed by the San Francisco 
chapter until the northern California 
sales congress April 7, when a portion 
of the program is to be devoted to this 
celebration with V. T. Motschenbacher, 
manager Sun Life, and R. G. Minty, 
New England Mutual Life, as speakers. 
A “tenth anniversary” banquet will be 
held the evening of the sales congress. 
J. H. Wood, Union Mutual Life, is 
president of the San Francisco chapter. 

* * 
COLES PORTLAND SPEAKER 


B. B. Coles, vice-president First Na- 
tional Bank, was guest speaker before 
the Portland, Ore., C. L. U. chapter. 
S. D. Chapin, chairman, announced that 
25 Portland men will take the C. L. U. 
examination in June. 
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Difference Analyzed 


R. S. Tipping, general agent Providey 
Mutual at Buffalo, in an address to th 
Utica Life Underwriters Associatig 
analyzed the difference between the pre 
ducer of $100,000 and $200,000, he 
the latter did not rise higher by reaso 
of company, agency, territory or com 
tracts but by reason of effective presti 
building, prospecting, presentations, tim¢ 
control and mental attitude. Each g 
these practices well done links to 
next in order forward and backward, } 
said, and forge a chain. This chain, 
in all others is no stronger than jf 
weakest link. 

Find the weakest link in the wo 
chain, urged Mr. Tipping and try 
make it the strongest. Proceed through 
the link that way and finally the who 
chain becomes unbreakable. 








Virginia 1936 Life Results 
Reported by Departmen 


Total life insurance in force in Vj 
ginia at the close of 1936 in legal 
serve and domestic assessment comp, 
nies was $1,367,980,255, compared wi 
$1,300,065,327 Dec. 31, 1935, the Vin 
ginia department reports. New bus 
ness written totaled $279,860,219, total 
terminated $211,945,291. Domestic com 
panies boosted ordinary business $2,959; 
124 while ordinary increase of compe! 
nies of other states was $25,842,769. In 
dustrial business of domestic companiéy 
increased $12,132,878, industrial asses 
ment insurance increased $2,593,925 
group insurance of domestic companiey 
fell off $1,377,850. Group insurance of 
companies of other states increased $149 
368,084. Industrial business of com 
panies of other states increased $11,383; 
968. 


Office Management Meetings 

The Life Office Management Assoc 
ation announces its schedule for its 193% 
meeting as follows: Eastern  specidl 
conference, Hotel New Yorker, N 
York City, April 22-23; midwestern spe 
cial conference, Hotel Fontenelle, Ome 
ha, May 20-21; annual conference, Edg 
water Beach Hotel, Chicago, Sept. 
Oct. 2. 
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